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1Y WOOD TELLS LIAMA MEETING: 





HEW Talk Of Review 


Plumley Asks Quick 


er P remium P er $1,000 Found Of Stand On Forand Action On 5 Ills 
sistent With Industry Aims 


act that the average life in- 
} premium per $1,000 has 
4 from $29.90 in 1949 to $20 in 
due insignificantly—if at all— 
jpcrease in the proportion of 
msurance sales but actually is 
wit of an achievement in pro- 
more protection for more people 
life insurance industry should 
wd of, said Managing Director 
y Wood of LIAMA at the an- 
meeting of LIAMA in Montreal. 
me are SO many reasons why the 
Hin premium per $1,000 (based on 
to adult males by ordinary 
is) could be a bad development 
it is only natural to jump at 
ons without examining the 
gid Mr. Wood. It became neces- 
fr him to examine all the re- 
facts when the question was 
i,“Does a lower average premium 
gaffect in any way our over-all 
sry purpose?” 


Not The Reason 


Now clearly, if the increase in the 
portion of term is the cause of the 
waverage premium, then it would 
ht the achievement of our pur- 

vhich is necessarily defined as 
ime coverage,” he said. “But an 
ese in the proportion of term in- 
ance is not the reason—or only an 


Salute Becker 
Franklin At 
ithday Luncheon 


President Charles E. Becker of 
piklin Life was honored with a 
munity luncheon at Springfield, 
.fomark his 63rd birthday, his 20th 
et as head of the company and 
anklin’s 75th anniversary. The day, 
lucky Friday the 13th, was appropri- 
(CONTINUED ON PAGE 21) 





insignificant part. The real reasons 
are that a much lower percentage of 
low-premium permanent forms are 
being bought than the high-premium 
limited pay and endowment forms; 
that reductions in gross premiums at 
most ages have been made by many 
companies during the years under re- 
view, and that the quantity discount 
practice (cheaper by the dozen) has 
had its effect.” 

Mr. Wood said that even though 
buyers might be buying knowledge- 
ably, the decline in the average pre- 
mium might still be wrong—in the 
light of the industry’s main objec- 

(CONTINUED ON PAGE 30) 


Subcommittees To 
Confer Dec. 7 On 
Jumbo Group Limit 


NEW YORK—The “high level” com- 
pany group committee, headed by 
President Henry S. Beers of Aetna 
Life, and the NALU group committee, 
headed by David B. Fluegelman, gen- 
eral agent here for Connecticut Mu- 
tual, held separate and joint meetings 
here Monday. 

It was decided to hold a conference 
of subcommittees of the two commit- 
tees Dec. 7 at New York to discuss the 
specific problem of personal life lim- 
its. 

Neither chairman would make any 
statement about the scheduled confer- 
ence, but the fact that the heads of 
the subcommittees are also the chair- 
men of the main committees is con- 
sidered by others following this situa- 
tion as significant, and perhaps in- 
dicative that the committees are more 
hopeful of a solution than they have 
been. 


Main Target Of NALU 


The problem of per-life limits has 
been the main focus of the NALU at- 
tack on what it has called group in- 
surance abuses. At the national asso- 
ciation’s annual meeting in Philadel- 
phia in September, the group commit- 
tee was told of a letter from Mr. Beers 
which indicated a number of areas in 
which the committee was tentatively 
prepared to recommend agreement 
with NALU’s viewpoint and certain 
other areas in which it was not, but 
the letter said the committee’s feeling 





Disturbs A&S Men 


By WILLIAM MACFARLANE 


Leaders in the health insurance 
business are disturbed over newspaper 
stories indicating that the adminis- 
tration has become less confident that 
it can continue to oppose Forand-type 
legislation providing medical and hos- 
pital care for social security benefi- 
ciaries. 

As a result, they are trying to find 
out whether Health, Education & 
Welfare Secretary Flemming said, “we 
are reviewing our position on the basic 
principles embodied in such legisla- 
tion as the Forand bill,” and if so, 
what he meant by it. 

Reactions to the Flemming state- 
ment vary considerably. While most 
leaders in the A&S industry are await- 
ing clarification before making any 
statement of their own, J. W. Joanis, 
vice-president and general manager of 
Hardware Mutual Casualty and a di- 
rector of Health Insurance Assn., told 
THE NATIONAL UNDERWRITER that he 
was “definitely upset,” but said that 
he still wanted to see if Secretary 
Flemming really meant what he said. 

Robert R. Neal, HIA general man- 
ager, on the other hand, minimized 
the importance of Mr. Flemming’s re- 
mark. Saying it was taken out of con- 
text, he called attention to the Wall 
Street Journal account which quoted 

(CONTINUED ON PAGE 21) 


In Tax On Insurers 


State Mutual President Is 
Sole Life Man Represented 
In Ways-Means Compendium 


WASHINGTON—Appealing to Con- 
gress to keep an open mind for the long 
term on the entire 
problem of taxing 
life companies, 
President H. Ladd 
Plumley of State 
Mutual Life has 
also urged prompt 
action “to take care 
of particular needs 
which were evi- 
dently sacrificed 
during the enact- 
ment period” of 
H. Ladd Plumley the 1959 life com- 

pany income tax 
law. 

Mr. Plumley’s appeal is contained 
in a three-volume compendium of pa- 
pers submitted by panelists invited to 
appear before the ways and means 
committee during the program of pub- 
lic panel discussions on income tax 
reform. These discussions began Mon- 
day and will continue for some weeks. 

Mr. Plumley is the only life insur- 

(CONTINUED ON PAGE 29) 
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President Eisenhower chats with H. Bruce Palmer, president of Mutual 
Benefit Life, during a breakfast meeting of some 100 leaders of business 
associations and other groups called together in Washington by Mr. Palmer 
to discuss a national movement to halt growing inflation. President Eisenhower 
endorsed the movement and urged that steps be taken immediately to inform 
the public of the positive steps it must take in the anti-inflation fight. Vice- 
president Nixon later addressed a luncheon of the group and also recommended 
that action be taken at once to control inflationary pressures. At a business 
meeting, the heads of more than 48 national organizations authorized Mr. 
Palmer and D. Tennant Bryan, president of Richmond. Newspapers, Inc., who 
was chairman of the meeting, to form a steering committee, which is currently 
being done. A nationally known business leader will be asked to head the move- 
ment. Representatives of several life insurance associations and companies also 
participated in the meeting, many of whom spoke in favor of a national anti- 
inflation effort. 


was that no statutory group limits 
should be recommended because if 
limits were set high enough to win the 
support of the entire industry they 
would be so large as to be almost 
meaningless. Also, some members of 
the Beers committee appeared to feel 
that enactment of very liberal statu- 
tory per-life limits, such as_ three 
times annual compensation, would en- 
courage the writing of even more 
large-limit cases, instead of exercising 
any restraint, by providing group in- 
surers and their clients with new goals 
to shoot for. 





Executive Vice-president Francis J. 
niger presents plaque to President 

es E. Becker of Franklin Life at 
‘ommunity luncheon at Springfield, 
honoring Mr. Becker on his birth- 
» his 20th year as president of the 
og ny, and Franklin’s 75th anniver- 


any 


n, Illinois 





Insurance Marketing And Products 


#eNATIGNAL UNDERWRITER 


30 Years Behind, Research Shows 


WASHINGTON—tThe insurance 
business has failed substantially to 
develop its potential market, both in 
percentage of people insured and in 
adequacy of insurance per _ person, 
because it had presented its products 
as necessary evils or as_ protection 
against unpleasant disasters rather 
than as an essential and valuable 
service. 

This was the conclusion of Irving Gil- 
man, vice-president of Institute for Mo- 
tivational Research, Croton-on-Hudson, 
N. Y., in his talk here before National 
Assn. of Independent Insurers. 

Companies and agents have put the 
insurance prospect on the spot—they 
have consistently reminded him of his 
failures as a good provider in order to 
sell him life insurance and have 


threatened him with painful disasters 
to get him to buy other kinds of insur- 
ance, Mr. Gilman said. They have 
ridden the prospect with guilt geelings. 
Consequently, the thought, the image 
of insurance is unpleasant to him. His 
agent is his conscience, and he mental- 
ly crosses the street to avoid him. 
When the agent phones, he is not at 
home; he does not respond to direct 
mail. It is distasteful for him to talk 
about insurance. 


Must Alter Image 


Mr. Gilman thinks that insurers and 
their agents must alter this image, if 
they are not to fall further behind in 
marketing their products than they are 
today. It is essential to make the agent 
appear to be a counselor, adviser, some- 


one on whom the buyer can depend for 
competent guidance. The agent seldom 
communicates the life-giving, happi- 
ness quality of insurance. 

Companies must offset the unfavor- 
able image the public has of insurance 
in their sales training and in their 
advertising, he declared. They must 
transform insurance into a _ pleasant, 
happy subject. The agent and the 
company must be seen by the con- 
sumer as counselors, friends and allies 
rather than as agents of disaster. So 
long as insurance is an unpleasant 
subject, the prospect is going to put 
off any decision in connection with it 
as long as possible. This is true of 
every line of insurance. Even those 
who are sold are passive about the 

(CONTINUED ON PAGE 16) 





Actuaries Receive 
1951-56 Accidental 
Death Rate Table 


A new table of accidental death 
rates suitable as a standard for double 
indemnity policy reserves was pre- 
sented to Society of Actuaries at its 
annual meeting in White Sulphur 
Springs, W. Va., by Norman Brodie, 
associate actuary, Equitable Society, 
and William J. November, vice-presi- 
dent and actuary. The new table, 
which shows material reductions from 
those now in use, is developed from 
the mortality experience of 17 large 
companies between 1951 and 1956. The 
current table reflects 1926 to 1933 
mortality. 

Net premiums under the proposed 
table show reductions ranging from 
about 30% to 35% at the younger ages 
to about 50% at older ages. The new 
table will require reserves that in the 
aggregate are less than 50% of those 
required under the 1926-33 table. 

Wide Variations 

Messrs. Brodie and November said 
the new table gave recognition to the 
wide range of mortality experience 
among the 17 companies, from one- 
half of the over-all average to more 
than one and one-half times the aver- 
age. Analyzing the mortality by five 
year age groups, they also showed that 
the companies varied from one-fourth 
to over twice the average in various 
age groups. 

Variations in company experience 
can be expected because of a number 
of factors, they said. The size of their 
business is an important one and most 
of the wide fluctuations were reported 
by companies with relatively few 
claims. 

The paper disclosed the importance 
of differences in the proportion of 
women risks, because of the relatively 
favorable claim rates on women. 

Geographic areas also have an ef- 
fect, the paper disclosed. Rural busi- 
ness showed a higher claim rate than 
urban. Occupational distribution, econ- 
omic conditions, even the wording of 
the double indemnity clause were also 
given as factors in claim rates. 


Interstate Life will dedicate its new 
home office at Houston Nov. 30. The 
2-story structure was formerly the 

yrters of Trunkline Gas Co. 


MDRT Returning To 
Fla. For ‘61 Rally, 


At Americana Hotel 


The Million Dollar Round Table will 
return to the Americana Hotel, Bal 
Harbour, Fla., for its 1961 annual 
meeting, June 24-29. 

This will be the second time the 
Round Table has met at the Ameri- 
cana Hotel. It was also the site of the 
1959 meeting. 

The 1960 annual meeting will be 
held at the Hawaiian Village Hotel, 
Honolulu, May 19-24. 


McConnell Feted In 
S. F.: Warns Against 
State Auto Fund 


SAN FRANCISCO—The California 
insurance industry must be on guard 
against the possibility of a state fund 
handling automobile business, Commis- 
sioner McConnell warned at a testi- 
monial lunc..eon given him here by 
some 600 state, civic and industry 
leaders. Tne commissioner was pre- 
sented with a plaque and testimony 
as to his achievements in office. 

Speaking at the San Francisco Com- 
mercial Club, Commissioner McTonneil 
stated that such a state fund “could 
happen again.” He urged the industry 
to study the problem immediately and 
preserve the right of private enterprise 
without competition from a state fund 
being created similar to the State 
Workmen’s Compensation Insurance 
Fund established by the California leg- 
islature back in 1913. 

In his remarks, which he labeled “A 
Report to the Industry,” the commis- 
sioner reported the functions and ac- 
tivities of the insurance department. 
He said the California public has great- 
ly benefited from the state’s insuranc? 
law and from the positive attitude to- 
ward new developments which is taken 
by the state’s insurance departm:nt. 

There was only one California insur- 
ance company failure during the pe- 
riod 1948-58, he noted, and said that 
was due mainly to deterioration in the 
“moral fibre of a single individual.’ 
He added that during this time there 
were a number of company failures 
across the country but that all such 
companies, with but a single excep- 
tion, were not admitted to do business 
in California. 





Banquet To Feature 
N. Y. Department's 
Centennial Jan. 21 


The 100th anniversary of the found- 
ing of the New York department will 
be celebrated by a statewide obser- 
vance of Insurance Day, Jan. 21, with 
a testimonial banquet in the ev-ninz. 

The centennial celebration will be 
undertaken by the entire insurance 
business in the state—fire, casualty, 
surety, marine, health and life insur- 
ance, The co-chairmen of the centen- 
nial committee which represents all 
branches of the business are: Kenneth 
E. Black, president of Home, J. Vic- 
tor Herd, chairman of America Fore 
group, and Devereux C. Josephs, di- 
rector and former chairman of New 
Yor: Life. 


Was One Of First 


The official salute to the New York 
department, one of the first created 
and one of the most important, will 
be made at the banquet, to be held at 
the Waldorf-Astoria in New York 
City. It is expected that the guest list 
of 2,000 will be largely made up of 
top company executives, with repre- 
sentation invited from all of the near- 
ly 600 companies doing business in 
New York. 

Thomas Thacher, superintendent of 
insurance, will be the honor guest and 
accept the all-industry toast to the 
department’s century of servic2 in the 
public interest. 

A bound history of the department 
will be put on all school and public 
library shelves by the committee. 
Every possible means will be utiliz24 
to carry to the 15 million residents of 
the state the story of the departm>ont. 

The four committees set up to plan 
and direct the celebration include 
mony of the leading executives of the 
business. 

Ohio National Reports Gains 

Paid business of Ohio National Life 
through the third quarter was 12% 
ahead of last year, and the company 
had a gain of 25% in insurance in 
force over the comparable period of 
last year. Total in force is now more 
than $1,013 million. 

In October sales were $19,140,502, 
or 10% in excess of assigned produc- 
tion quotas. 


CHICAGO A&H MEN HEAR: 
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Illinois Lawmakers 
Debate Compulson 
Cash Sickness ?il| 


A compulsory cash sickness aj 
n-ce3-ity of life or en unsound sch 
—was debated at the November p 
ing of Chicago A&H Assn. by q 
vorters and onponents of a bill jp 
Illinois legislature that woul!d proj 
compulsory insurance. 

Speaking on the bill’s behalf y 
State Reps. Paul D. Simon, Troy, ; 
thony Scariano, Park Forest, 
Abner J. Mikva, Chicago. They y 
opposed by Edward H. O’Connor, m 
aging director of Insurance Econom 
Society, and State Reps. Marion 
Burks, Evanston, and Harold A. 9 
er, Palos Park, 


Defeated Since 1947 


The compulsory bill, alias house | 
61, and similar preceding measy 
have been defeated in each session 
the state legislature since 1947, p 
as its supporters explained, this q 
not daunt them from continuing 
press for passage. 

Rep. Simon admitted that abo 
three-fourths of the people in { 
state have some coverage, but add 
that ‘‘those that do not have coverg 
are those that need it most.” 

Mr. O’Connor rejected this, sayi 
that there are really very few peo 
completely without coverage, and tl 
there have never been any facts 
show that the absence of compulso 
insurance has worked a hardship ; 
Illinois citizens. 


Not A Radical Bill 


Rep. Simon said the plan is not 
state fund, it does not cover ever 
body, and it “is not a radical thi 
but rather conservative compared wi 
other states.” He said he believed t 
plan would enccurage private entd 
prise. 

Crux of the proponent’s argumel 
was that the state must ultimat 
provide a compulsory program | 
Rp. Simon declared, “the federal gq 
ernment will be doing it for you, a 
you will have a state plan like Rh 
Island.” The Rhode Island _ progrd 
was viewed apprehensively by bd 
sides as the outstanding example 
what not to have. 

The bill was characterized as soc 
security type legislation by 4 
Hoover, who assayed it as being 
“unsound step in an unsound py 
gram.” There is just as much justif 
cation for compulsory life insuran 
and medicine. Advocates cite hum 
need, but the bill exempts and do 
not fulfill human needs of those 
businesses of less than six people, 
noted. 

Rep. Mikva wondered if opponel 
would find the bill: more or less pald 
able if it covered everyone. He 
it does not make sense to assail legi 
lation which helps people simply > 
cause it doesn’t benefit everyone. 


Missed The Point 


This was rebutted by Rep. Burs 
who contended that Rep. 4 
missed the point. The bill was 4 
posed not because it excluded peo? 
but because it was a “dishonest 4 
preach,” which deluded the public 
to thinking that it would not be ext 
vagant, all-encompassing legislatia 
In no time, he predicted, exclusiil 

(CONTINUED ON NEXT PAGE) 
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“So what’s six more? I’ll be saving more money than ever 
with my Provident Mutual family policy.” 


A family may grow like six-ty . . . but with ity against any break in the family circle. Dis- 


Provident Mutual’s family life insurance, the ability and premium reduction features add still 
premium stays the same! more buy-appeal. 

This single policy covers father and mother plus Here’s a policy that’s really going places. Brokers, 
any number of insurable children from age 15 days and agents of companies without this policy, will 
to their 18th birthday. It’s solid, guaranteed secur- be wise to get full details. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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Peoria Sales Rally Draws As Well As Ever, 
Some 500 On Hand For Educational Fare 


By WILLIAM H. FALTYSEK 


The annual “‘salescapades” of Peoria 
Assn. of Life Underwriters—tradition- 
ally held in conjunction with the 
midyear meeting of. Illinois Assn. of 
Life Underwriters—with a top card of 
speakers drew its usual large atten- 
dance in excess of 500. Getting things 
off bright and early, William E. North, 
New York Life, Evanston, vice-presi- 
dent of the national association, gave 
a highly inspirational addess at a CLU 
breakfast. 

Terming his talk, “CLU, A Capital 
Investment,” Mr. North said CLU is 
a capital investment that opens many 
doors. “Every man in this business 
must steadily and consistently up-date 
himself. This is necessary because 
living creatures never remain constant, 
so staying even is not enough. The 
norm should be that of growth. Up- 
dating through education is the respon- 
sibility of the agent alone. This will 
lead the way to opening new markets 
and expanding old ones. 


“It is our duty to see the need for 
expanding our horizons,” he said. ‘“‘The 
only person being hurt or favored, 
as the case may be, by up-dating or not 
up-dating is the agent himself. The 
insurance companies can stand it if a 
man does not up-date himself, but 
what about the agent’s wife and fam- 
ily? Also, clients will outgrow us un- 
less we keep ahead. Some day some 
sharp agent will reach your customers 
with an idea that you should have 
had with the proper study and educa- 
tion.” 

He suggested that managers check 
back through their activities to see 
how they stand in relation to their 
field men and agents check back to 
see how they stand in relation to their 
customers. “The only way we can 
prevent retrogression is finding a new 
goal after we attain an old one.” 

Mr. North said his audience knew 
the motives it took to decide to become 
a CLU, but queried as to whether or 


not they didn’t decide as a sense of 
(CONTINUED ON PAGE 22) 
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How can you help your client avoid out-living his capital resources 
— a danger that is intensified by increasing life expectancy? 


Sell him a Manufacturers Life Annuity. 


An Annuity gives him an ideal investment. 
(1) annual return he cannot outlive (and 
annuitants live longer). 
(2) return guaranteed; doesn’t fluctuate with the economy. 
(3) receives favorable tax treatment. 
(4) free of money management worries. 


Manufacturers Life, a recognized leader in the annuity field, offers 
a wide variety of plans. Our low deposit schedule means high 
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ALC-LIA-HIA Urge 
Congress To Block 
SS Disability Move 


WASHINGTON-—Strongly opposing 
suggestions that the 50-year age re- 
quirement can be eliminated from the 
social security cash disability benefit 
without increasing the contribution 
rate, American Life Convention, Life 
Insurance Assn. and Health Insurance 
Assn. have urged the House ways and 
means committee to explore thorough- 
ly the cost aspects of such an amend- 
ment. 

This view was expressed in a letter 
to Chairman Harrison of the subcom- 
mittee on administration of social se- 
curity laws, which is holding hearings 
on the administration of the social se- 
curity disability. program. 

The letter recalls the serious doubts 
expressed by the life and A&S busi- 
nesses on the cost of the present cash 
disability system when it was added 
to OASI in 1956. Testimony by the 
business then emphasized that the 
costs of the new program would prob- 
ably exceed the original estimates and 
would be “exposed to both adminis- 
trative and economic pressures.” 

“Since the 1956 testimony,” the let- 
ter stated, “there have been no devel- 


opments which, in our opinion, would: 


alter the previously-expressed view. 
Consequently, we feel that it would 
presently be unwise to liberalize the 
disability portion of the OASDI pro- 
gram, particularly until there is con- 
siderably more knowledge of emerg- 
ing costs available. 


Cushion Not Sound Basis 


“Any cushion in the disability trust 
fund which appears to exist on the 
basis of presently-available limited 
experience would, in our opinion, not 
constitute a sound basis for liberali- 
zation at this time, especially since 
your subcommittee also has under con- 
sideration the administrative interpre- 
tation of the term ‘disability’ and the 
adequacy of standards relating thereto. 

“We did not expect that substantive 
amendments to existing law would be 
discussed during the hearing before 
your subcommittee, and therefore felt 
that the views expressed in the preced- 
ing paragraph might be _ inappropri- 
ate at this time. It now, however, 
appears that elimination of the re- 
quirement that a worker must be at 
least 50 years old before he or his de- 
pendents can receive cash benefits has 
been discussed, and the suggestion 
made that it could be accomplished 
without increasing the disability in- 
surance contribution rate. We cannot 
agree with these suggestions at this 
time, and urge that the cost aspects 
of such an amendment should be 
thoroughly explored.” 


S. C. Congress Members 
Talk With Agents On Forand 


COLUMBIA, S. C.—South Carolina’s 
two Senators and three Representatives 
were scheduled to meet this week with 
representatives of the South Carolina 
Life Underwriters. Assn., who were in- 
vited to give the state delegation their 
views on the Forand type of national 
health coverage for social security ben- 
eficiaries. 

William S. Hendley Jr., NALU presi- 
dent and a past president of the state 
association, and W. G. Morrison of Co- 
lumbia, state manager for Life of 
Georgia and executive vice-president of 
the state association, were to be the 
spokesmen. 
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Supreme Court Will |. 
Consider ‘Premium Age 
Payment Test’ Case |nA 


WASHINGTON—The USS. Supre 01 
Court has agreed to consider and n 

on the constitutionality of the so-calld MON 
“premium payment test” for detalfite’s a 
mining whether life insurance pp 
ceeds are taxable portions of an ai 
tate under 1939 revenue code. 

The test, established by the ]} 
revenue act, provided for includ; 
in the gross taxable estate of a 4 
ceased the insurance benefits on } 
life to the extent that premiums gf! 
the policies in question were paid hq | 
the decedent, regardless of other a ; 
pects of ownership. 1 

Although the test was repealed } 
the 1954 internal revenue code th 
Internal Revenue Service has cop ae 
tinued trying to collect money fro ve 
estates settled prior to enactment off mar! 
the 1954 code, to which provisions ojmeeting 








the 1939 code apply. Mr. « 

Test Unconstitutional fork : 
ary 

Lower courts in at least two case gents 


have held that the test is unconstitu-byrage 
tional as an unapportioned direct taxbrdinar 
and as a deprivation of property with. 547,00 
out due process of law. bald orc 

Among the two cases is the current 
one being appealed to the high courflore L 
by the Internal Revenue Service. Here “Mor 
IRS holds that life policy benefits o 
$64,823.84 on the life of Clifford B 
Longley of Detroit, should be included 
in his gross estate because he con- 
tinued to pay premiums until his 
death, although he had transferred al! 
incidents of ownership in such policies 
to his wife years earlier. Mr. Longley 
died July 15, 1954, a month before re- 
peal of the premium payment test be- 
came effective. 

The executor of the Longley estate, 
Manufacturers National Bank of De. 
troit, contested the IRS ruling. A fed- 
eral district court sustained the exe- 
cutor, agreeing that the test was un. aainee 
constitutional in its application to the “Cert 
Longley case and that the policy Die fiat al 
ceeds should not have been included 
in the taxable estate. 

IRS, however, points out in its cur 
rent appeal, that the two decisions de- 
claring the test unconstitutional are 
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in conflict with court decisions in the Ee 
second, fifth and seventh circuits, % a 

well as the tax court. of 

The government appeal brief states rey 

that the fundamental error in the A : 

lower court decision was its failure be 
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7S, Seal) Times Faster 

the so-calkg§ MONTREAL—While New York 
> for detelie’s agencies’ average growth in or- 
surance pp dinary sales was 
ns of an emi 2.4% in 1958, the 
de. offices that did 
by the } well with all prod- 
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uct lines—life, 
A&S and group— 
averaged a 20% 


oremiums og growth in ordinary 
vere paid by | sales for the year, 
of other a almost 10 times the 


repealed } 


ue code 
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figure for all of- 
fices, Raymond C. 
Johnson, New 
York Life’s vice- 
president in charge 


nactment off marketing, told the LIAMA annual 
Provisions ojmeeting here. 


St two case 


Mr. Johnson said that in 1958 New 
york Life agents who sold only ordi- 
ary insurance averaged $329,000, 
gents selling both ordinary and A&S 


> uNConstitu-preraged $389,000, while those selling 


d direct 


taxbrdinary, A&S, and group averaged 


operty with-b547,000, or 66% more than those who 
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wid ordinary alone. 
ore Lines, More Activity 


“More lines of personal coverage 
Ofromote more activity among agents,” 
Bhyr, Johnson pointed out. “And, of 
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tales in all lines. More lines give an 
kent more reasons to call on a pros- 
pect, and often give him a new and 
interesting approach for another call. 
Many agents tell us they have no 
trouble selling when they have inter- 
views, but have their greatest diffi- 
culty in securing interviews under 
favorable circumstances. A&S _ insur- 
ance helps them to get interviews and 
often helps to solve the daytime pros- 
pecting problem, especially for the 
newer agents. 

“Certainly there is strong evidence 
pat all forms of personal insurance 
coverage are closely related and one 
leads to the sale of the other. 


his 
all 


Te- 


More Pathways To Progress 


‘The progress of any life insurance 
company is nothing more than the 
composite total of the progress of each 
of its individual agents. By adding 
A&S and group insurance to our 
agent sales portfolio in 1951, we feel 
we have given them more pathways 
lo progress. 

‘We are also most enthusiastic 
about the future of A&S sales because 
we feel our agency force has not near- 
ly approached its potential. Thus we 
lok ahead with great optimism. 


“We believe that our modernized 
aid streamlined non-can and guaran- 
ted renewable A&S program now is 
‘worthy partner to our life insurance 
eration. It gives us the answer to 
many of our problems because it has 
wen tailor-made to fit our type of 
mpany, our field organization and 
| fe markets we serve.” 


as 





\ 
Changed Company’s Character 


|} Mr. Johnson said New York Life’s 


fetision to enter the A&S and group 
surance fields in 1951 changed the 

‘tire character of the company. It in- 
olved abandoning its position as a 
metly “ordinary” company—a_posi- 
“n New York Life had been very 
toud of for 105 years, 
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' He said the company decided to en- 
ter these fields because of the grow- 
ing market for all forms of group in- 
surance, including A&S; because the 
sale of A&S would help to forestall 


government encroachment in _ this 
field; because the agents would get 
additional commissions; and—‘most 


compelling’’—to assure a healthy rate 
of growth for the sales of ordinary 
insurance. 


Big Adjustment Job 


Noting that the doing was not as 
easy as the deciding, Mr. Johnson 
said the company had to hire key per- 
sonnel with specialized knowledge in 
these fields; promote and train other 
employes for new duties and responsi- 
bilities, and, of course, it had the prob- 
lem of integrating these new depart- 
ments and new people into the New 
York Life family. It also had the prob- 
lem of getting its agents to integrate 
these new product lines into their 
sales portfolio and daily sales activi- 
ties, for there wasn’t much demand 
from the agents for this type of cov- 
erage. 

Although New York Life has been 
“non-can” for the past three years, 
Mr. Johnson said it started in A&S in 
1951 by offering only a commercial 
line of policies—renewable at the op- 
tion of the company. 

But, he said by late 1953 and early 
1954, “one of the more serious prob- 
lems we had to consider was the re- 
action of our agents and our policy 
owners to the non-renewal of a policy 
because of a major change in physical 
condition. We began to appreciate that 
such terminations, even though rare, 
did lead to poor public relations. 

“New York Life agents had been 
trained in and accustomed to selling 
life insurance protection on a perma- 
nent basis, and they were not satisfied 
with these cancellations even though 
there were only a few,” he said. “Thus, 
it became quite obvious to us that a 
line of policies that could be termi- 
nated by the company for cause would 
never really receive favorable accept- 
ance from a substantial part of our 
field organization.” 


Administration Was Complex 


Other problems involved with the 
commercial type of operation were 
complex administrative problems. 

“These were some of the main rea- 
sons why we switched to non-can 
over three years ago,” he said. ‘While 
it has worked quite well, we have 
made further improvements, such as 
lifetime guaranteed renewable hospi- 
tal coverage; lifetime guaranteed re- 
newable hospital policy especially for 
senior citizens and substandard A&S 
insurance.” 


American United Life 
Has Executive Workshop 


A three-day executive workshop 
was held this week at the home office 
of American United Life in Indiana- 
polis. 

The workshop on top management 
problems was open to the public and 
31 officers representing 27 companies 
were present. 

The faculty consisted of Clarence A. 
Jackson, president and board chair- 
man American United Life; Frank 
Whitbeck, president Pioneer Western 
Life; Edward F. O’Toole, O’Toole As- 
sociates; C. E. Gaines, director Insti- 
tute of Insurance Marketing, South- 
ern Methodist University; Alden P. 
Chester, vice-president and new busi- 
ness chairman American United Life; 
Brice F. McEuen, vice-president and 


agency director Lamar Life; Frank J. 
Travers, securities vice-president 
American United Life; Hilbert Rust, 
president Research & Review Service; 
Edward M. Karrmann, treasurer and 
controller American United Life, and 
Newell C. Munson, president Asso- 
ciates Life. 


Subjects discussed included ‘“Lay- 
ing the Foundation for Success”; 
“Planning Your Company’s Over-all 
Operations”; “Duties and Responsi- 
bilities of the Board of Directors’; 
“Corporate Housekeeping Compliance 
with Statutes”; “Investment Policies 
and Administration”; “Corporate 
Problems”; “Home Office Organiza- 
tion and Procedures”; “Executive Re- 
ports for Management Control”; “Field 
Organization and Administration: Se- 
lection, Training and Supervision of 
Agents”; “Home Office Operations 
and Controls’; “Agency Organization 
and Management”; “How to Compete’”’; 
“Operating for Profit” and “Products 
and Profits.” 


Health Insurance Assn. has just pub- 
lished its directory. The 1959-60 edi- 
tion lists company members alphabet- 
ically and geographically. 


one of the 
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best 
usiest 


Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so—-and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Control Fife 


COMPANY, 
Progressive and competitive, yes 


at the expense of financial security 


cn 


Cites Acute Need To 
‘Resell Ourselves’ 
On Life Insurance 


MONTREAL—The biggest job need- 
ing the attention of life insurance 
agency executives is a retraining job, 
reselling themselves and the field on 
the importance and indispensability of 
life insurance, Alexander Hutchinson, 
2nd vice-president of Metropolitan Life, 
told the annual meeting here of 
LIAMA. 

Mr. Hutchinson, who on Jan. 1 will 
become vice-president in charge of the 
field organization, said that “we need 
to resell ourselves on life insurance 
and we need to resell our agents on 
life insurance.” 

“We need, in other words, to take 
another look—another look at the 
fundamentals, another look at what 
life insurance is, and why men buy 
life insurance,” he said. “I am sure we 
would be hard put to find anywhere 
in the land a group with such high 


(CONTINUED ON PAGE 27) 
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. but not 


ASSETS | $168 Million 
surRPLUS | $14 Million 
INSURANCE | $575 Million 
IN FORCE 








Tells Why Companies Will Fight 
Paying Tax On Tax-Exempt Bonds 


Since the taxing of tax-exempt in- 
terest in life company income, as pro- 
vided in the new life company income 
tax law, will in all probability be 
tested in the courts, The National Un- 
derwriter has asked J. Stanley Hill, 
2nd _ vice-president and actuary of 
Minnesota Mutual Life, to set forth 
the background and other considera- 
tions with respect to this provision of 


Brokers Are 
Talking About 


i 


& 


—because it’s the easiest way to sell life insurance! 


the law. Minnesota Mutual is one of 
the leaders in seeking full tax exemp- 
tion for tax-exempt bond interest. 


By J. STANLEY HILL 


Is tax exempt interest being taxed? 
This paradoxical question has been 
raised by the provisions of the 1959 
income tax 


life insurance company 
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law. It must be settled, most likely 
in the federal courts, before life in- 
surance investment officers can again 
know the value to their companies of 
the tax-exempt features which are 
traditionally considered a part of the 
state and local government bonds. A 
similar question hinges around the 
85% portion of dividends received by 
life insurance companies on corporate 
stocks which they have purchased. 

It would seem a simple matter to 
determine whether these items of in- 
come are being taxed. Not so, accord- 
ing to certain industry tax experts. 
The problem centers around the in- 
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Yes, brokers are talking about Great-West Life’s 
“Design for Tomorrow” . . . a series of important 
changes in premiums, policies and dividends! 


HERE ARE A FEW THINGS THEY ARE 
TALKING ABOUT: 


1 A TRUE Quantity Discount—The premium 
per $1,000 decreases as the amount increases. 


2 THREE SPECIAL POLiciEs for business and taxa- 
tion fields. 
® Preferred Whole Life Par (minimum $10,000, 
ages 0-70). 
® Special Whole Life Non-Par (minimum 
$10,000, ages 15-70). 
® Maximum Security Par (minimum $10,000, 
ages 15-70; special dividend option on mini- 
mum of $25,000). High, early cash values! 
Rates on all three reduced even further by Quantity 
Discount factor. 


3 Repucep Rates FoR WomEN—Preferential 
rates on two special par plans—same high 
cash value and dividends as paid to men! 


4 Term Rates further improved by Quantity 
Discount. 


THE 


STREAMLINED EstaTE BUILDER — Great-West’s 

popular Juvenile plan has been made even more 
attractive ... in addition, a special option for 
girls makes the policy Two-Plans-in-One—mini- 
mum still $1,000. 


INCREASED DivipENps—For the fourth time in 

five years your Great-West participating policy- 
holders benefit in this vital area . . . and interest 
rate on dividend accumulations has been in- 
creased to 3.40%. 


And in addition... 

© Completely new series of Retirement Income 
plans. 

® Low-cost Home Security Policy. 


® Home Security Riders to combine with any 
permanent plan—10, 15, 20, 25 years. 


® Autopay—A real sales clincher—monthly prem- 
iums are automatically deducted from regular 
bank account—the greater savings are passed 
along in a reduced premium. ’ 


“Design for Tomorrow”—The modern way to sell 
life insurance. 


For full details write or call us today! 


Great-West Lire 
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terpretation of two provisions of th 
law: the basic taxing formula and tH 
so-called exception clauses. Treagy} 
officials contend that the basic ta 
formula does not place a tax on tay 
exempt interest and that the exge 
tion clauses are unnecessary. A ml 
ber of industry experts, on the Oth 
hand, feel the exception clauses aa 
necessary. Moreover, they say, it w4 
the intent of Congress that these ¢ 
ception clauses be applied, wherey4 
necessary, to modify the results of th 
basic taxing formula so that the tra 
tional concept of tax exemption shoy 
be preserved. 

The question is one of vital eo, 
cern to state and local government 
Since life insurance companies repre 
sent a large segment of the potenti 
market for their bonds, they feel thd 
the market is apt to be adversely 9 
fected until the issue is settled. More 
over, an adverse settlement of th 
question might well establish a pre 
cedent for unfavorable tax treatmen 
of other municipal bondholders. 


Some observers are even more deep 
ly concerned about the threat to th 
very existence of local governments ij 
their present form. They point to th 
repeated, but so far unsuccessful at/ 
tempts of the Treasury to tax thd 
interest on state and local govern 
ment bonds. Previous attempts havd 
been defeated by the Supreme Court 
on the doctrine that “the powerstj 
tax is the power to destroy.” y 


Uses ‘Proration’ Concept 


The basic taxing formula uses a con 
cept commonly called _ proration. | 
can be illustrated by comparing thd 
tax status of two individual taxpayers 
Smith and Jones each have $10,000 0 
earned income. Smith has no othey 
income, but Jones has an inheritancd 
invested in municipal bonds from 
which he receives an additional $2,00( 
income annually. Each has $3,000 oj 
deductions and dependents exemp, 
tions. Under the federal income tay 
laws applicable to them, each would 
pay a tax on $7,000. 

If the proration concept were ap 
plicable, Jones would be required t 
prorate his $3,000 of deductions ove 
his total income of $12,000. His de 
ductions would then be 25% of hi 
income, leaving 75% of the eam 
income, or $7,500, on which he woul 
have to pay tax. Under the philosophy 
of the Treasury Department, Jone 
is not being taxed on his tax exemp/ 
income because his total income cat 
be considered in two parts: (1) the 
part applicable to deductions and (2) 


(CONTINUED ON PAGE 19) 





LIFE 
A&H OPENINGS 
East Group Actuary $20,000 
M. West Consulting Actuary $20,000 
M. West __ Sales Prom. - Adv. $11,000 
East Life H. 0. Adm. $11,000 
East A&H Home Off. Adm. — $10,000 
W. Coast A &H Adm. $ 8,000 
West Accountant $ 6,750 
South Jr. Accountant $ 5,750 


These listings typical of Life—A & H—Fire- 
Casualty positions in all sections of the 
country. Confidential handling of all ix 


ovem 








quiries. Write for “HOW WE OPERATE'— 
no obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 
330 S. Wells St. 








Chicago 6, Il 
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in the hands of a skilled underwriter 
MAKES THE SELLING JOB EASIER! 


Ours is a sales promotion-minded Company. 
The merchandising display on this page is 
indicative of how we support the man in the 
Field. Available — at no expense to the Union 
Central agent or the broker — are thoroughly 
researched, carefully tested prospecting pro- 
cedures and sales presentations for every 
conceivable selling situation that may arise. 
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THE UNION CENTRAL LIFE INSURANCE COMPANY, Cincinnati 


Security for the American Family since 1867 








Agent-Corporation Discussed 
Further By Sym And Silverman 


A. H. Sym, assistant agency vice- 
president of Provident Life of North 
Dakota, has raised some questions as 
a sequel to the correspondence be- 
tween him and Saul S. Silverman, 
New York tax lawyer, reported in the 
Sept. 26 issue of The National Under- 
writer. Following are Mr. Sym’s let- 
ter and Mr. Silverman’s reply: 


Thank you for the thoroughness of 
your recent reply to my letter ad- 
dressed to THE NATIONAL UNDERWRITER. 

As I am sure you understand, I do 
not dispute the fact that there can be 
good reasons other than income tax 
savings which would prompt an agent 
to incorporate. If a discussion of these 
had been the main point of your ar- 
ticle, as it was of your letter to me, 
I would not have made any observa- 
tions to THE NATIONAL UNDERWRITER. 


Not Widely Applicable 


My whole point in writing was that 
I thought the possible income tax sav- 
ings, although admittedly present for 


the relatively fortunate few in the 


higher income tax brackets, had been 
overemphasized, and that far too small 
a portion of readers would be af- 
fected to warrant the first page promi- 
nence given to the article. 

For example, we have approximate- 
ly 100 full-time agents. Not one of 
these would be significantly above the 
30% tax bracket after making the 
numerous business deductions avail- 
able to agents... yet one of them 
has already contacted me about the 
advisability of incorporating, and oth- 
ers may do likewise. 


Asks About Double Tax 


You indicated you would be pleased 
tc receive any further comments that 
I might desire to submit, and I would 
like to take advantage of this as it 
relates to your expression that the 
possibility of exposure to double taxa- 
tion is not a serious problem. 

It has been my impression that in 
order to get monies out of a corpora- 
tion, it would be necessary to receive 
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them as salary or dividends (subject 
to income tax), or else sell the cor- 
poration and pay capital gains tax. 

If you would indicate a few ways 
in which relatively sizable amounts 
could be withdrawn from a corpora- 
tion for retirement or family purposes 
without tax liability beyond the origi- 
nally paid 30% corporation tax, I 
would be most appreciative. 

Please again understand that I am 
not making this request from the 
viewpoint of questioning your state- 
ment, but rather to further my own 
limited knowledge of the subject. 


Following is Mr. Silverman’s reply 
to Mr. Sym: 


As I explained in my prior letter, 
the concept of incorporating ‘excess 
income” does not necessarily result in 
double taxation. The main _ point 
sought to be accomplished in incor- 
porating such income is to place the 
individual in a position to accumulate 
money. at the 30% level that ordinari- 
ly could not be accumulated or saved 
because of the tax at a higher income 
tax bracket. 

The tax savings each year could be, 
and indeed would be, accumulated 
and invested, so that at the end of 
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New Thoughts on Life 


LIFE is real, LIFE is earnest, and has a circulation of 
6% million — but that wouldn't be enough to furnish 


every NATIONAL Life policyholder a copy. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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15 or 20 years the individuzl wo 


have a greater principal or ¢ 
fund in order to protect hiniself J 
his family. It is true that this gre, 
principal fund would be in the, 
porate form, but this is not NeCesgay 
a disadvantage and does not 

sarily mean that the disady antage 
double taxation would come into pf 
The following considerations my 
taken into account in evaluating! 
program that has been suggested: 7 

















Lists Factors To Consider 


1. The most important point to 
member is that there would } 
greater principal fund available tg 
individual and his family for wh 
ever purposes he might require jp @ 1. K. 
future (i.e., 10, 15, 20 years, ¢ 

2. In the event of death, the fan; Mr. | 
of the agent would receive a step» he age 
up basis for the stock of the corpo onvent 
tion and could then liquidate wy; 
out any income or double taxatj 
disadvantages. M 

3. The individual could receive J. Wi 
salary when his income was in f° § 


etary i 


minimum brackets or when his pq 4! 
sonal exemptions and deductions ir 
e joir 


ceeded any salary at which the q 
poration may still have income. jf; 
example, an individual in the 50% t; 
bracket today might very well y 
have any taxable income 20 yey 
from now. The 20% tax savings 
the year 1959 might possibly be with” 
drawn with little or no income tax # 
1979. 


Could Receive Dividends 





4. If the individual does not taifasistant 
a salary in 1979 he could receive divgment. 
dends on the greater principal fy 
of the corporation than he would hay 
if he had operated as a sole proprieto 


ship during all of these years. A, a 
5. It is also conceivable that t ellie 

: + oe . ptional 
corporation could be liquidated in Sad 


future year without any double tax mn C 
tion problems if the individual, agai Mr. Edle 
had substantial exemptions and o 4, : 
expenses in the year of liquidati 
that would offset any gain arisi 
from said liquidation. 

To summarize, I do not have 3 
crystal ball to project into the futu ecretary 
as to what the economy or what b 149. ~U 
ness conditions will be at that tim time, he 
The double taxation problem is a Mi, i. leg 
ene, but there are so many intangib Inent as ; 
involved, and possibilities of mitig: 
ing or eliminating the double tax pri 
lem, as well as the inherent advan 
ages to incorporating, that I feel {@ Arthur 
problem, standing by itself, should Mcnnectio 
be a deterrent in examining the pr§eutive y 
lem cf incorporating one’s agency. fanounce 


Interest Rates Increased No 
Gordor 


By Provident Mutual Life 


Provident Mutual Life has increaq*stant 
the interest rate on accumulated div tas beer 
dends and_ settlement options fm I 
3.25% to 3.5% for 1960. The 1959: “pum 
vidend scale will continue in 1960. as 

In other changes, premiums for ® 
life policies issued to females la 
been reduced, although non-forfei 
values and dividends will remain ! 
same as for males. Rates for Pro! 
dent’s disability premium waiver ! 
coverage for women have been ™ 
duced to the same as for men? Lut 
viously, they have been 1% times" Thoma 
rates for men. _ Bteasurer 

Also, the disability premium Wa" retirjn 
provision has been made available ie fratey 

etirement annuities. Renam 
Harold A 
dent; Ar 
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University National Life of No : 
Okla., has been licensed in Arké 
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er 21, | 

vidual wo 

al or Cory 

himself , 

“~~ Republic National Life 

ot neces T. K. Williams 

S not neq has been named 
vice-president and 
coordinator of 


home office serv- 
ices. Before joining 
Republic National, 
he was _ assistant 
treasurer of South- 
ern Old Line Life, 
which in 1941 was 
merged with Re- 
public National 
Life. In 1957 he be- 
came assistant sec- 
sary in charge of home office services. 
ivr. Williams is vice-chairman of 
“ine associate section of the Texas Life 
the corpoonvention. 

juidate wi 









1. K. Williams 


Massachusetts Mutual 
. | J, Walter Reardon, associate direc- 
for of sales promotion since 1958, has 
yen appointed associate director of 
nblic relations and sales promotion. 
He joined Massachusetts Mutual in 
1930, became training assistant in the 
gency department in 1952 and assist- 

ry well ant director of training in 1956. ; 
sis 20 yea Frank WwW. Hiller, assistant director 
iftraining since 1958, has been named 


gs ysistant director of group sales. He 
y be with joined the company in 1956 as a train- 
ncome tax 


ing assistant. 

Donald E. Hannigan, formerly at- 
ta@hed to the group pension depart- 
ments training division, becomes 
oes not taifasistant counsel in the law depart- 
receive divgment. 

rincipal fuy 


Modern Woodmen 





e would hay 
le proprieto 
ars. 4. S. Edler has 


wen elected na- 


ft liquidati weiety’s home of- 
gain ats#iiee staff since 
1929, and has been 





assistant national 
ito the futimetary since 
or what bi) Until that 
at that tilflime he had been . «on 
lem is a Tin the legal depart- ih 
ny intangiblfnent as assistant counsel. 
s of mitig 

x 10 e . 

ible tox Old Republic Life 
at I feel ti Arthur J. Cade has terminated his 


: Wonmection with the company as ex- 
ing the pr§eutive vice-president. He has not yet 


’s agency. fanounced his future plans. 
>ased Northwestern National 
al Life | Gordon L. Williams, since 1957 staff 


has incresqStant in the agency department, 
mulated dit tas been appointed to the newly 
options fm tated position of sales development 
The 1959 "ager. He joined the company in 
>in 1960. 48 as a member of the group de- 
s for ne fartment. In 1949, he became a home 





femal paitice group field representative and 
non-forfeiig's 8a8med group manager at Kansas 
TL remain iY in 1950. In 1955, Mr. Williams 
es for Prot the company’s home office 
m waive @@"Y field service. 

ave been ™ 

ror men. Lutheran Brotherhood 


1% times"f Thomas Q. Feig has been elected 
_gsurer to succeed Lorenz Jost, who 
emium Wi" retiring. Mr. Feig has been with 
e available Hite fraternal since 1958. 
Renamed to their present posts were 
ald A. Smith, financial vice-presi- 
fe of Nommett; Arthur O. Lee, church loans 
1 in Arkals 


LIFE INSURANCE EDITION 


Home Ofiice Changes 


vice-president; Harold C. Hoel, agen- 
cies vice-president; Al Konigson, un- 
derwriting vice-president; Reuben I. 
Jacobson, vice-president and actuary; 
Kenneth T. Severud, secretary, and 
Dr. H. J. Brekke, medical director. 

Carl F. Granrud, Lutheran Brother- 
hood president, was elected board vice- 
chairman. 

J. A. O. Preus, board chairman; Dr. 


R. H. Gerberding, Messrs. Granrud, 
Smith, and Lee were all named to the 
executive committee. 


Aetna Life 

Named assistant secretaries, 
division, are: 

Timothy F. Curtin, who joined the 
company in 1936 and has been con- 
tract consultant in the group annuity 
department and group division. 

David W. Grant, who has been with 
Aetna Life since 1949. He was group 
manager at Honolulu and, since 1954, 


group 
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assistant superintendent in the group 
division. 

Laurence B. Huston Jr.,. who has 
been superintendent, group division, 
since 1958. He joined the company in 
1949 at Philadelphia. 

Neal H. O’Connell, 
the group control department. 
joined Aetna in 1950. 


HBA Life 
James A. McPherson, former west- 
ern regional supervisor for United 
Benefit Life, has been named super- 


supervisor of 
He 











*T.Q. REPORT FROM CHICAGO: 








Prepare to review the two finest individual pro- 
tection plans your client can own... 
quality for total needs. Here is privileged cover- 
. . positive protection .. . 
that speaks with absolute sales authority. 


age . 


(a? 


WORLD-WIDE 


NON-CAN AND GUARANTEED RENEWABLE 


*total- 


*total-quality 


INCOME PROTECTION 


( 


Fashioned with jewel-case appointments, our 
World-Wide Non-Cancellable, Guaranteed Re- 
newable Income Protection and our World- 
Wide Major Medical are the first word in 
custom-built coverages. 





rT oe > 


WORLD-WIDE 


MAJOR MEDICAL EXPENSE PLAN 
PERSONAL-FAMILY 


Wherever you call, North American carries the imprint of 
distinction . . . *total-quality that assures extended options 
not found in the ordinary accident and health plan. 

Add these and other luxury refinements to your working 
kit and you are ready for true mastery on the sales front. 
*Total-quality is the mark of distinguished products by 
North American since 1886. 


Brokerage by General Agents in 48 States 


NortTH AMERICAN Accident Insurance Company 


Since 1886 


209 S. LaSalle - Chicago, Ill. 
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visor of agencies for HBA Life. In his 
United Benefit post, he was respon- 
sible for agency activities in 11 west- 
ern states and Hawaii. He had pre- 
viously been assistant director of 
training for the same company. Before 
that he was with the sales promotion 
department of Mutual Benefit H.&A. 


Union Mutual Life 


William K. Tyler has joined the 
legal department as attorney. He has 
been an agent of Connecticut Mutual 
Life. 








Here’s the highly saleable “‘package’’ you 
can offer your clients and prospects: RE- 
DUCING TERM insurance to take care of 


Travelers 
The following four appointments 
have been made in the life, A&H 


agency department: 

Richard D. Jervis, director of train- 
ing and special service since 1957, has 
been named superintendent of agen- 
cies. He joined Travelers in 1938 as a 
supervisor at Cincinnati and became 
manager there in 1947. Two years 
later he transferred to the home office 
as assistant superintendent of agen- 
cies. He is a CLU. 

Robert B. Safford, superintendent of 





STATE MUTUAL'S 


the mortgage in the event of premature 


death; NON-CAN SICKNESS & ACCI- 
DENT to provide a monthly income for 


disability. 


The reducing and convertible Term is avail- 


© 


MORTGAGE MASTER PLAN 


able for periods of 10, 15, 20 or 25 years; the 
S & Ais non-can, guaranteed continuable to 
age 65 with a guaranteed annual premium. 


These two separate policies are described 
and illustrated in one attractive proposal 
folder. If you would like a copy, get in touch 
with the nearest State Mutual agency or 
write directly to the Home Office. 





HeNATIONAL UNDERWRITER 


training since 1955, becomes director department as assistant Manger 
of training. He joined the company Dallas and, in 1951, was ab point 
assistant sup: ~intendent of sales ,, 
search and promotion at the home, 
fice. 

D. Winston Williams, assistant q 


in 1934, later serving as assistant man- 
ager at Bridgeport and Rochester, N.Y. 
In 1950 he was named assistant su- 
perintendent of sales research and 
promotion. 

Paul K. Browne, superintendent of 
special services since 1955, is placed 
in charge of the special services divi- 
sion. He has been with Travelers 
since 1929, when he joined the Dallas 
office as a statistician. In 1946, he 
transferred to the life, A&H agency 

— | 


There Is An Answer To Fully-Guaranteed Mortgage Payments... 








STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 





Worcester, Massachusetts 
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R. D. Jervis 


perintendent of agencies since 19; 
is appointed assistant superintende 
agencies. 
company as a supervisor in 1950 an 
in 1954, became assistant manager ; 


of general 





P. K. Browne 


Norfolk. He was promoted to manage 
at Miami in 1956. 

In the life department, Francis J 
Callery, chief underwriter since 1945} 
has been appointed assistant secre. 
tary. He entered the underwriting de- 
partment in 1920 and was _ promoted 
to assistant underwriter in 1926. 


GENERAL AMERICAN LIFE—Dear 
E. Williams has been appointed asso- 
ciate group actuary. He has been with 
Pan-American Life since 1955, and be- 
fore that was with New York Life. 


BALTIMORE LIFE—Richard 8 
Altland has been appointed superin- 
tendent of agencies. 
company in 1938, and since 1952 ha 
been agency assistant. 


PEOPLES LIFE OF WASHING 
TON has established a general agen- 
cy department and appointed as it 
head, Frank M. Smith, director 0 
training since 1955. 


—E a a ae ae 


GROUP ANNUITY 
SALES 
| REPRESENTATIVES 


Excellent opportunity for exper!- 
enced Group Annuity sales repre- 
sentatives. Attractive salary and 
bonus plan. Dynamic sales organ- 
ization with expansion plans needs 
several experienced salesmen. 
Write giving complete resumé of 
your education and business expe- 
rience toJoseph Pearson, Assistant 
Director, Group Annuity Division, 
200 Berkeley Street, Boston, Mass. 
Your reply will be kept in strict 


confidence. 
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He joined { 
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D. W. Williams 


He joined the 
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manger e Life Of Virginia dent in charge of agency developmen 
as appoi Chan es In The Field . : caning, in the southwest for Franklin Life 
of sal . _Joseph W. Lumpkin Jr., associate with headquarters in Dallas. 
the hon , eee Otis tein Mc Brady joned-Home Lite in 1956 
: Colonial Life N.Y., district agency region is Mario aS Deen eg via » aG pes i as an agent at White Plains, N. Y., 
assistant d _.. J. Gada, assistant district manager at pr ee noe rend ewe = tae eorlga. le where he became manager in 1958. 
8 sare egg i een east agency since mee Jol € compan} : ens ae 
5 in > s an agent in 5 
elied sentaant a e e company as an ag Home Life Of New York aoa Sons ssurance 
superintendent at William N. Tol- Niuean tein: Tecan ap- 
Chicago. He began Pilot Lif leson Jr. has been iia t on Aueeks 
his life insurance lot Lite appointed manager ae aie. ets 
career with Equit- Named general agents after having at Houston to suc- succeeding ail 
able Society at completed a six-months’ training pro- ceed Albert F. E. Mast. retired 
Chicago and later gram at the home office are: Brady, who  be- aie to Been joined 
was named assist- Charles A. Rice at Tampa, effective comes _ associate tr. company in 
ant to the agency Dec. 1. He was formerly assistant man- manager of _ the 1945 in the actu- 
manager. In 1955, ager of Mutual of New York there. management de- arial department. 





R. B. Safford 


he was appointed 
manager at Evan- 
ston, Il., for Occi- 





Walter T. Griffith 


Flay W. Sellers at Mobile, effective 
Dec. 1. He has been assistant man- 
ager of Prudential at Greensboro, N.C. 


velopment division 
at Newark. Mr. 
Tolleson started in 





He was transferred 
to Los Angeles in 





: : : 1950 hi 
mae | dental of California. Daniel W. Lomax at Atlanta, effec- the insurance bus- sai nine grea ; 
4 pete 195 tive Jan. 1. He has been assistant gen- iness with Equit- w w Tolleson Jr. ant ie ag Norman J. le Beau 
aperintender Massachusetts Mutual eral agent of Aetna Life at Raleigh. able Society as a ager last year 
e aa th is 6 Caudiw las Weer wp group representative, later becoming Pax 
in ang Ir Foghat S pals . . a district manager at Tyler, Texas. He 4 4 
| manager 4 pointed supervisor of the Steinberg Lincoln National then was pei arti ansd of Provi- Patriot Life 


agency at New York. He entered the 
life field in 1952 with Home Life and 
four years later was named brokerage 


Named general agents are Laszlo 
L. Pongo and Ear! L. Postol at Queens 
Village, N.Y.; Mitchell D. Kobler at 


dent Mutual at Houston and after that 
transferred to Dallas in the same capa- 
city. Most recently, he was vice-presi- 


Lloyd I. Tompkins has been named 
to a supervisory post in the Beardslee 
agency in Montclair, N.J. 





r since 1945] 
istant secre- 
-rwriting de- 


| supervisor of State Mutual Life. For 


the past two years he has been an 
independent. He is a CLU. 


Life & Casualty 


J. C. Ramage, staff manager of the 
south Houston district, has been ap- 
pointed regional sales director for 
Texas, and M. L. Smith, regional sales 
director for Missouri, has been pro- 


Richard E. Wer- 
ner has been 
nmed general 
agent at New York. 








LIFE 


WITH 


PROVIDENT 


. W. Williams | moted to district manager at Hanni- cqerke 
bal, Mo. pra 
1 to manage! 
Manhattan Life 
t, Francis J 





‘as promoted 
. 1926. The agency will be ene 
te sueeessor {0 Guaranteed INSUREability — 
LIFE—Dean that of Percy A. 
ointed asso- oie = ee T 
uf ly died. Mr. Wer- h | | 
a86 ea nr entered the f e sa es natura 
ork Life. wo ——- an 
l wit the . ro ° ° 
iehara pf Youngman agency Provident’s Guaranteed INSUREability Rider is a sales 
#T of Mutual Benefit : 
ted life and in 1954 Richard €. Werner natural for opening the door, closing the sale, and fol- 
on aa has became supervisor there. He _ trans- ] ° < . ° e 
ites Ruste egeney in the sane owing up with more sales later on. It is the ideal gift 
post in 1955. J 
wasuino} Named Mr. Werner's assistant is for a son or grandson and guarantees the right to buy 
eneral aa Martin Rosenberg, who has been office h 2 ° ° ° 
inted. at uf muager of the Peyser Agency since as much as $25,000 during each of five possible periods 
2 | Mr. Peyser’s death. eo. ° 
direcint? —an additional $125,000, depending upon age — all 
Reese tite at standard rates and regardless of health! Guaranteed 
_— H. Stanley MacClary has _ been 


|UITY 
TIVES 





‘or experi- . 
ai pi North American L.&C. 
sae a R. C. Franks has been appointed 
sa a assistant manager of the Wadlund P 
salesmen. § *8¢Mcy at Minneapolis. He has been 
resume of §f With the company since 1954. 
ness expe 
Ai John Hancock PROV IDEN | LIFE © ACCIDENT * SICKNESS 
ton,Mass. | Robert N. Cavanaugh, unit man- HOSPITAL © SURGICAL © MEDICAL 
t in strict J ager of the general agency department LIFE AND ACCI DENT 
at Kalamazoo since 1955, has been 
Promoted to general agent there. He 
joined John Hancock as an agent at AEMMA CAM CE OWYCANY 
Zi ae Creek in 1946. He is a director 
ee? Lite Underwriters Assn. ———— 
and chairman of its ethics committee. neshtienl tac te! oe ital 
— Named supervisor of field training 


named district manager for Franklin 
Life at Charlotte, N.C. He formerly 
was with Acacia Life. 

John M. Vannice, Redmond, Ore., 
has been named a general agent. He 
formerly was with Provident Life. 


in the Connecticut and Long Island, 

















their own sales ability and initiative. 


INSUREability, introduced by Provident in 1958, is 
another powerful sales tool which allows Provident life 
producers to get maximum results and income from 
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Hempstead, N.Y.; Joseph Zuckerman 
and Sol Perry at Brooklyn; Michael 
Diglio at Newark; Samuel Ingenito 
and Joseph J. Santillo at Paterson, 
N.J., and William B. Snyder at Merion 
Station, Pa. 


State Mutual Life 


Martin E. Quinn 
has been appointed 


manager at  Ro- 
chester, N. Y. He 
entered the life 


business in 1949 at 
Syracuse and 
transferred to Mas- 
sena, N. Y. in 1957. 
He is past presi- 
dent of Franklin- 
St. Lawrence Life 
Underwriters Assn. 
and, since 1957, has 
been state delegate 
for the New York State association. 





Martin C. Quinn 


Occidental Of Raleigh 


Appointed district managers are 
Harry A. Gump at Dallas and John 
B. Cole at Temple, Tex. 


Mutual Of New York 


William W. Lar- 
ash has been ap- 
pointed manager of 
the new agency at 
Alexandria, Va. He 
joined the compa~ 
ny as an agent at 
Baltimore in 1954 
and became assist- 
ant manager there 
in 1956. In 1958, he 
was transferred to 
the home _ office 
and since July has 
been on the sales 
department’s managing training staff. 





William W. Larash 


APPALACHIAN NATIONAL LIFE 
has appointed H. Vance Rich Jr. gen- 
eral agent at Maryville, Tenn. He has 
been a regional supervisor of Occiden- 
tal of Raleigh. 


MAINE FIDELITY LIFE has ap- 
pointed Thomas M. Duddy general 
agent at Wilkes-Barre, Pa. He has been 
with Prudential and John Hancocx 
there. 


CANADA LIFE—Vernon L. Graham 
has been appointed manager of a new 
branch office at Santa Rosa, Cal. He 
has been with the company at its San 
Jose branch since 1954. 


CALIFORNIA LIFE—Dale A. Mur- 
ray has been named manager of a new 
regional office in Oakland. 


CALHOUN LIFE—Eugene L. Brant- 
ley has been named South Carolina 
agency supervisor. He joined the com- 
pany last year. 


EASTERN LIFE has_ appointed 
Charles Seibel general agent at New 
York. He has been with Manhattan 
Life. 

Lester H. Brenner has been ap- 
pointed general agent at New Haven 
and Jack D. Cohen as supervisor there. 


N. Carolina A&S Policies 


Must Display Rider Note 


All companies writing A&S in North 
Carolina must place a notice on the 
front of a policy if any rider or elimi- 
nation endorsement has been at- 
tached, Commissioner Gold has di- 
rected. 

He recognized that many companies 
already follow this procedure, but 
when it is not done, disagreement and 
confusion follow, he said. Beginning 
Jan. 1, all companies will be required 
to adopt this practice. 











HieNATIONAL UNDERWRITER 


Phoenix Mutual Life 
Adds Two Policies For 
Sale In New York Only 


Phoenix Mutual Life has added two 
new policies, the Executive 25 and 
the Maximum Executive 25, both of 
which will be available only in New 
York State for the present. Phoenix 
also has reduced single premium an- 
nuity rates; increased the interest rate 
on certain funds left with the com- 
pany, and increased life coverage and 
double indemnity limits. 

Both of the new policies have a $25,- 
000 minimum and offer a cash value 
equal to the full reserve in the third 
year. The cash values in the first and 
second years are arrived at by deduct- 
ing $8 and $4, respectively, from the re- 
serves. 

The Maximum Executive 25, in ad- 
dition to the face amount, automatic- 
ally provides coverage equivalent to 
the amount of the cash value each 
year up to age 65 or for a minimum 
of 10 years. 

Loan values will be made available 
on both policies at the end of the 
first year, but not before, in accord- 
ance with recent regulations put into 
effect in New York. 

In states other than New York, 
Phoenix will, for the time being, con- 
tinue to offer its Executive Equity 
Protector and Maximum Equity Pro- 
tector policies, both of which provide 
high early cash values. However, the 
company is withdrawing the first year 
premium loan privilege and no cash 
loans will be made during the first six 
months after issue. 

Improved earnings have enabled 
Phoenix to increase the interest rate 
on certain, policyholder funds left 
with the company. The new rate of 
3.4% applies to the interest only, fixed 
time, and the fixed amount options 
and\to the certain period of the life 
annuity option. The interest rate on 





with a career contract that offers you: 


—lew-auue YOUR OWN AGENCY [eee 


Completely Vested Renewals 
for the premium paying period of the policy. 


Substantial override for general agents. 
Accident and Sickness Plans 


— “Your Partner for Life’. 


With Central Standard Life’s career contract, you can 





plan for your retirement + create an estate for your family 


Sa enjoy liberal underwriting > join an agency-minded organization 


Benjam'" 


Pounded SRAS — 






pisraell 


CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6, Illinois 
Life « Accident « Sickness 

















See for yourself 
Write or wire today for 
your “‘new approach” 
agent’s kit. Get full de- 
tails by contacting your 
local Central Standard 
General Agent or: John 
M. Laflin, Vice President 
and Agency Director. 
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N. O. A&H Underwrite 
Organize; Johnson Is 
Named First President 


A. Don Johnson, American Cay 
ualty, has been elected president , 
the newly organized New Orlea, 
Assn. of A&H Underwriters. 

Richard A. Mackenroth Jr., Street 
Mackenroth, is president-elect; Thy 
mas A. Tomeny, Occidental Life , 
California, vice-president; Edwa 
Linck, Continental Casualty, secretan 
and Mattie E. Herrick, Mutual Bene 
H.&A., treasurer. 

Board directors include C. J. Eag; 
Eagan agency; Robert Demmons, Pa, 
American Life; Henry Miltenberge, 
New England Life; Yale Shambery 
World; William F. Judice, Judice agen, 
ey, and Cyril Scully, Lincoln Np. 
tional Life. 
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dividends left with the company hy 
been increased from 3% to 3.2%. 

As an example of the reduction ; 
single premium annuity rates, on; 
male life age 65, the single premiy, 
for an installment refund annuity 
providing $10 monthly has been pp. 
duced from $1,847 to $1,715. 

Phoenix also increased its maximun 
single premium annuity limit from 
$500,000 to $650,000. 

Other changes include an _ increay 
in the limits on standard risks from 
$500,000 to $650,000 and an increas 
in the maximum limit of coverage with 
double indemnity from $100,000 t 
$150,000. 

In a policy statement, B. L. Holland 
president of Phoenix, said that the 
decision to continue the full reserve 
policies outside New York State had 
been made only after careful consider. 
ation of all questions with which the 
New York department’s recent hear- 
ings and regulations on minimum ¢e- 
posit sales have been concerned. 

On the question of discrimination, 
Mr. Holland stated that in his opinion 
no discrimination could exist if the 
policy in question was offered to all 
policyholders meeting the issuing com- 
pany’s underwriting standards and i 
it was self-supporting. 

He said that an asset share study 
had only recently been completed by 
Phoenix, which indicates that thei 
full reserve life policy, because of its 
large average size, produces at leas 
as much surplus per $1,000 to th 
company as their standard ordinaly 
life policy, even if substantially highe 
lapse rates on the full reserve policies 
is allowed for in renewal years. 

On twisting and misrepresentation, 
Mr. Holland pointed out that the his 
tory of the insurance business showel 
that new policy forms have frequently 
created special problems which have 
only been resolved by experience. He 
stated that the problem was not an 
inherent fault of this policy form and 
that Phoenix had taken vigorous steps 
to prevent twisting and any possible 
misunderstanding by the policyholders. 

Mr. Holland also released figures 00 
the lapse rate experienced by his 
company on these policies. During the 
first 20 months of sale of their ful 
reserve policy, Phoenix sold over $316 
million of coverage under the plans, 
of which 10.5% failed to pay the 
second year’s premium. This compared 
with a first year non-renewal rate of 
slightly over 12% on all other busines. 
With the experience gained in undel § 
writing for lapses, together with the} 
elimination of premium loans at issue, 
Mr. Holland said he was confident § 
that substantially better lapse ralé 
would obtain in the future on the full le 
reserve policies. 
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*American Health Insurance, like its 
present agencies, is growing on a planned progression 
program. In 13 other states it has built outstanding 
agencies—Ohio is next—and as elsewhere, we expect 
to do a good job and a big one. 


Do you belong in our picture? Your 
most valuable asset — to yourself and to us — is your 
local reputation. We know, from our background of 
20 years of sound, specialized experience, that people 
like best to do business with a home town business 
man. To be an American Health Agent you must 
fill that bill—with enthusiasm, integrity and 
diligence. 





The company and agent who specialize 
in personal and family insurance serve the public 
best. By specializing, the company can give its 
policy owners better value, better coverage, better 
service. As a specialist, the agent can develop his 
professional skill, with sufficient time devoted to 
administering service. American Health seeks sub- 
stantial volume at a limited, carefully selected 
number of points—where local service can be pro- 
vided thru local agents who serve the company 
faithfully and the public honorably. Only under 
these conditions is the cost of good local service 
justified. 


if you desire a professional career 
in business for yourself, this is a unique 
opportunity. With thorough training, with full com- 
pany support, and with personal application you 
can give the amount and quality of service to find a 
successful and profitable career. Your career will be 
based on satisfied policy holders. 


*American Health sets a pattern — in 
designing its coverages, in establishing its rates, 
in its underwriting methods—that permits the local 
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Managing Agent (who is the company in his terri- 
tory) to pay claims on the spot promptly and with- 
out red tape. Any informed agent is fully aware of 
the importance of prompt claim payments to the 
growth of his business. 


if you are the kind of agent we are seek- 
ing, you'll be delighted to find that American 
Health is your kind of company. You'll want to 
learn more about the very special opportunity we 
have to offer now . . . in Ohio. 


“Where there's a will there’s a way.” 
Write for our booklets, ““The American Health 
Story” and “Automatic Progression Program.” A 
sound, secure, profitable career is available to the 
man who has the will . . . for here is a way. Write 
direct to Agency Department, AMERICAN HEALTH 
INSURANCE CORPORATION, 300 St. Paul Place; 
Baltimore 2, Md. 


Our representative will be in Ohio 
in the weeks ahead. Inquire promptly so 
that you may be included in his plans. 


*A specialist 
insurer with 
a reputation 
for integrity. 
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FeNATIONAL UNDERWRITER 


Lincoln National Urges High Court 
To Reverse Appeals Court Decision 


Lincoln National Life has filed a 
petition for a certiorari writ to the 
fifth circuit court of appeals, asking 
the Supreme Court to review the cir- 
cuit court’s decision in a suit brought 
by Mrs. Rosa Lee Roosth of Tyler, 
Tex., widow of Dr. Harold Roosth. 

Lincoln National resisted paying a 
$50,000 claim on the life of Dr. Roosth 


on the ground that he knowingly made 
several false statements and misrep- 
resentations of fact in his written ap- 
plications for the insurance, ‘with in- 
tent to deceive the petitioner, which 
were material and were relied upon 
by petitioner in issuing said policy; 
and on the further ground that in- 
asmuch as Dr. Roosth was not in good 





Playing Alone? /Ke as Sel 


A lot of home office people at Minnesota 
Mutual never get a chance to play solitaire. 
They’re never alone. Too busy working with 
agents out in the field, showing them how our 





formula for successful life insurance selling 


works. 


Here’s the formula: The right combi- 
nation of organized selling methods 
Thoroughly proven presentations aimed 
at selling life insurance to fit specific needs 
i“ Dramatic and convincing visual aids that 





With that formula our field force has put 
Minnesota Mutual into the top 4% in the 
industry. The “Star of the North” now has 
over $2 billion of life insurance in force—the 
second billion written in less than five years— 
and we’re well on the way to the third! 


get a prospect’s full attention M A better- 
paying incentive contract for agents, incor- 
porating an unusual combination of persis- 
tency fees for quality business. 


health when said policy was issued 
and delivered, same was _ ineffective 
as a contractual obligation.” 


Jury Disagreed 


The trial court permitted the case 
to go to the jury and after the jury 
failed to agree upon a verdict, the 
insurer filed motion that judgment 
be entered in its favor, in accordance 
with its previous motion for a directed 
verdict. The trial court did so but was 
reversed by the circuit court majori- 
ty. 


As reasons for granting the certio- 





* 





November 21. lgggove 


rari writ, Lincoln National said tj 
decision of the appeals court has q 
ridged the authority vested in 4 
trial courts to direct a verdict whe 
the evidence is so uncontroverted th, 
reasonable minds cannot differ ag 4, 
its effect; and in rendering such deg, 
sion, the court of appeals has so f 
departed from the accepted and usy 
course of judicial proceedings as ; 
call for the exercise of the power ,J 
supervision of the Supreme Court. _ 





Imposes Undue Burden 


The company contends that if th 
circuit court decision is permitted 
remain unchallenged as a judicial pr. 
cedent, the major decision of th 
court of appeals places an undue by, 
den upon the life insurance industry ;; 
that in consequence thereof the igh} 
of a life insurance company to re; 
upon the truthfulness of the repr. 
sentations made by the insured in th, 
application for insurance is effective) 
nullified. 

The brief goes on to point out thy 
the appeals court decision is in dire 
conflict with other recent decisions , 
the same circuit in similar cases, Bp. 
cause of the circuit court’s majorit 
opinion in the Roosth case, the prin. 
ciples of law announced by the san: 
court in the other similar cases pp. 
ferred to “have been cast into a stat: 
of serious confusion and uncertainty 
which is disparaging not only to thy 
bench and bar, but also to litigant; 
present and future, whose rights ma 
be concerned with similar legal situs. 
tions.” 

The brief states that the decisio) 
is also in conflict with decisions oi 
other federal courts of appeals ip. 
volving the same legal issues, ani 

(CONTINUED ON PAGE 26) 


L. ]. Ackerman Sees 
Still Broader Market 
For Advanced Selling 


For the first time in the history o/ 
the country, average family incom 
has reached $5,000, which means the 
a higher proportion of the populatio 
than ever before has_ discretionary 
spending and saving power. And this 
in turn, means new markets in nei 
places, one of which surely will be: 
tremendous broadening in the area oi 
advanced life sales. 

This was the appraisal given } 
Laurence J. Ackerman, dean of th 
school of business administration 0! 
the University of Connecticut, to ¢: 
tizens Life agents at a sales conver: 
tion at the Concord Hotel in Kaimeshi} 
Lake, N. Y. 

Reviews Population Growth 

Mr. Ackerman reviewed population 
growth, predicted that the country’ 
gross national product will be $i 
billion 10 years from now and related 
this growth to the future of the lif 
insurance business. 

Jack Hyman, Citizens Life presiden!, 
discussed company growth during it 
two years in business and John 4 
Solomon, vice-president, outlined por 
folio changes now being effected. 

Dr. Manuel Rodstein, medical di 
rector evaluated the effects of hig 
blood pressure on the aged and its 
significance in terms of life insurantt 
rating. 

Other speakers included Leonatt 
Leveen, general agent at Syracus, 
who spoke on the marriage of life mn 
surance and mutual funds; Melv 
Gold, actuary, who discussed ‘the 198 
CSO table, and Charles E. Azen, % 
perintendent of agencies, whose 
was titled “Sales Are Made by Sal 
men.” 
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a story of growth... 





NOT ONE... 


ow! Two Billion Dollars 
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LIFE 


IN SIX YEARS, FROM 1953 TO 1959, UNITED OF OMAHA’S INSURANCE 
IN FORCE HAS DOUBLED 


United of Omaha was the youngest life 
insurance company to reach one billion 
dollars life insurance in force in 1953. 
Now, United’s insurance in force has dou- 
bled, placing United among the top life 
insurance companies in America. 


This demonstrates dramatically the vigor 
and enthusiasm of this fast growing or- 





UNITED BENEFIT LIFE INSURANCE COMPANY 
N. Murray Longworth, President 
Home Office: Omaha, Nebraska 


ganization and the demand for United of 
Omaha’s all purpose protection. 


United has pioneered the 20-20 Cash Re- 
fund Plan and the Children’s Plan, as well 
as numerous other competitive plans that 
have provided its agents with a completely 
modern, comprehensive array of plans 
adapted to every need of today’s families. 






join UNITED 


Find out now about United’s lifetime career 
contract. With United of Omaha, you will profit 
by a unique continuing training program...a 
program geared to keep you learning more and 
earning more. 


R-SIGHTED... 


INSURANCE 
IN FORCE 
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subject and about what they have 
purchased. 

The image of the agent as a pro- 
fessional adviser and not a salesman 
must be created, Mr. Gilman declared, 
even though his company does not 
write some of the policies the prospect 
needs. 

Today, he said, the agent seems a 
very limited personality to the buyer. 
He represents one fire company, or 





FAeNATIONAL UNDERWRITER 


(CONTINUED FROM PAGE 2) 


one automobile insurer or one life in- 
surer. He should function more as a 
broker. He should recommend what the 
client needs as a fully insured entity— 
even if he can’t deliver it all himself. 

This is what the consumer wants. 
He wants to buy in one package, in 
one place. He wants to deal with one 
individual. This will drive many peo- 
ple into the arms of brokers, Mr. Gil- 
man said, or it can result in a new 






Research Shows Marketing And Products Are 30 Years Behind 


role for the companies and_ their 
agents. Perhaps a group of insurers 
could establish a central unit where a 
brokerage facility would prescribe in- 
surance on a counselling service basis. 

Amalgamation and merger of com- 
panies may be required, Mr. Gilman 
suggested. It is the way the consumer 
is going, and the companies will have 
to go in that direction or fall by the 
wayside. 





some men will never 
want to go in 


business for themselves 


Perhaps we should have said most men. 


There is nothing wrong with this. Business 
organizations, large and small, need 
able men, and will pay for them. Many a man 
finds a fine and satisfactory career on another man’s payroll. 


But some men are so sure of their ability to make 
their brains pay them a direct profit—so impatient of the 
delays and compromises involved in working for 
somebody else—that they cannot rest until they are running 


their own business. 


They save and scrimp to get the capital they need, 
and away they go. America needs these men. ‘They are the 


yeast in the national bread. 


It happens that they make good life insurance agents. It 
happens also that life insurance selling, which requires minimum 
capital, but a maximum of those important personal qualities, 
is a fertile field for these men—for these invaluable 


men of independent spirit. 


_ This company has built its sales and service organization of 
men who possess that spirit. It makes available to them a wealth 
of practical experience in meeting and solving the problems 
peculiar to the man in business for himself—problems in capital, 


know-how and market. It does everything in its power to help them 


succeed in their own right as independent small businessmen—in 
a country which needs independent small businessmen 
in larger numbers than ever before. 


(This message by N/W National first appeared in insurance trade journals in 1945) 


N/W NATIONAL 


ife Insurance for Living 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY) e 


MINNEAPOLIS, MINNESOTA 
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The insurance business hés bef real 
successful over the years by intuit; cal 
by education and by experience, pRuct b 
in the last generation or so the of, als 
sumer has developed faster than Bet t 
business. The companies are SOing Me thei 
have to run faster than they are tog neir ft 
to keep even—and they are SOing # The 









































have to run like the devil to get ahe, has be 
he declared. prospe 

In introducing his topic, consung, pay 
attitudes toward insurers, Mr. Gilndequre 
noted that the study of behavior pfejmar 
terns has moved out of the laboratorfent « 
and universities into business and jfne pl 
dustry—into the market place. It pBpoks e 
been clearly shown that illogic, ; ‘eal ne 
tionality and lack of intelligence \§ for 


fluence people in their decisions » 
actions as much as logic, reason » 
intelligence. Consequently, it is impg 
tant to find out what motivates the 
This need has caused market resegp, 
of this kind to develop into a flourig 
ing business. 
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Man’s Basic Quests 


Basically, man is given to the qu 
(1) of sustenance, which incly 
food, clothing and shelter; and (2) 
recognition or status, which is ye 
important in the marketing of insy 
ance, though it is being overlooks 
almost entirely by that business, }, 
stead of talking about the consume’ 
companies talk about how wonderf 
they are, the number of water coole 


they have, their size and age, and howties of 
rapidly they pay their claims. The 
Another quest of man is (3) sefapply | 


reflecte 
is, he s 
the em: 
with s 
pressed 
produc 
product 
that pre 

This 
econom 
product 
instead 
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By ti 


which is a quite important motivatiy 
factor, not only as a physical matte 
but also throughout the whole area 
sensual perception. Man also seeks ({ 
security, not in the limited sense ¢ 
an insurance policy but broadly, as; 
need of the individual to fit himsel 
into his society and perform a needa 
function. 

Direct questions will not reveal hoy 
people are motivated by these factor 
Mr. Gilman said, because when person) 
are asked a logical question they gird 
a logical answer, “which is stupid) 
Egotistically, the person has to appe 
rational, intelligent and _ logical. ki 
interest is in himself and how to g 
off the spot where the question ha 
placed him. This ego-enhancing fact 
causes people to shade the truth. 


Intangible Product 


The investigator has to use diagno 
tic analytical techniques in the marke 
place, he advised. Insurance is an i: 
tangible product. It has no smell, fell & 
weight. It can’t be ridden, lived in, ] 
used to wash with. It is meaningles t 
unless it is presented in an emotional 
package. 

He said his firm has discovered thi] * 
insurance is, however, a product lik 
any other. If the business is to 
successful in marketing it, that prod} 
uct must meet the needs and expecta; 
tions of the buyer. It must also me¢ 
the social and economic climate of th ' 
times: 

His studies indicate also that insu! 
ance is a product of yesterday. It i 
oriented to the past at a time whet 
the buyer demands a product of toda! 
with a promise of tomorrow in! 
Even with the improvements that hav 
been made in the insurance prod 
recently, including packages, and evel 
with those improvements compaill 
have in the planning stage, the produ 
still reflects the concepts of ye 

There is a crying need for the si 
of approach to an insurance pr 
which will interpret the major dev 
opments of western society, he # 
clared. One is that man is begiml: 
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ss hes bef realize that the satisfaction of phy- 
by intuiti cal nee's is not enough. Products 
perience, B just have a functional use. But there 
SO the qlft.. also psychological needs they must 
ster than tiheet because people buy on the basis 
are SOing | their dreams and hopes as well as 
1eY are todhneir functional needs. 
are going§ The marketing test for insurance 
to get aheahas been and still is the location of a 
prospect with a need and the ability 
ic, Consundiy pay. But the results of this pro- 
, Mr. Gilmsegure are very far from perfect, Mr. 
oehavior pairijman noted. A statistical measure- 
e laboratorfinent of the market deals with only 
iness and jfye phase of the matter and over- 
place. It ypoks entirely the prospect’s psycholog- 
illogic, imfral need. 
telligence if for example, he said, it has been 
decisions afijearly shown that there are a certain 
+, TeasOn affymber of natural prospects for $50,- 
r, it is impolfggo of straight life insurance. Yet the 
tivates thefiombined efforts of all the life insur- 
rket reseanfance companies and agents of the 
to a flourigffountry has left 53% of this number 
yntouched and of the other 47%, most 
have purchased insurance ranging 
from $2,000 to $5,000. : 
to the quel The record is no beiter in property 
ich inclujand liability insurance, Mr. Gilman 
r; and (2) @pointed out. Only 18% of households 
hich is vefcarry theft insurance in the face of 
ing of insufrapidly mounting losses from this 
Z Overlooked cause. Five percent of families have no 
business, [pginsurance of any kind. 
he consumef Men are beginning to realize that 
W wonderfif reporting the facts of any market 
water cooleg potential vastly inflates the possibili- 
age, and howties of it except for basic necessities. 
ms. The insurance business needs to 
is (3) seapply a third measure which is not 
it motivating reflected in any statistical data. This 
rsical matte is, he said, the psychological index, or 
vhole area the emotional rapport of the individual 
Iso seeks (4§ with society. The index can be ex- 
ted sense pressed in the individual’s reaction to 
yroadly, as ¥ products, and in his reaction to a new 
> fit himself product which comes along to replace 
rm a needeif that product. ‘ 
This is not, Mr. Gilman believes, 
t reveal hoy economic, waste but modernization of 
these factor§ product to keep ahead of the consumer 
vhen persong instead of allowing it to fall behind the 
on they giv consumer. 
1 is stupid} By talking with consumers in what 
as to appe 
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he termed “a living room atmosphere,” 
the psychologically trained interviewer 
can find.out what the individual thinks 
of insurance—and has done so. The 
individual says that insurance com- 
panies don’t solve his problem—they 
are just trying to sell him something 
without understanding his problem. 

The only way to reach this indivi- 
dual is for the company’s product and 
the agents who merchandise it to 
understand his self interest as a con- 
sumer, Mr. Gilman stated. With pres- 
ent methods, the companies and their 
agents may be building a wall between 
him and their product. The business 
needs to go into the market place and 
take the temperature of the moral, 
social and cultural climate, and the 
changes it is undergoing. 

It has been found that consumers 
firmly believe the insurance companies 
haven’t changed in 30 years. They cite 
new forms of living and government 
that have been developing in that 
period to illustrate their point. People 
are receptive; they will listen to what 
he business can do for them, if the 
message is oriented away from the com- 
pany and the agent toward the buyer. 


Can Be Most Salable Product 


Insurance can be the most salable 
of all products, he believes. But it is 
not enough to offer more per policy. 
The need is to sell not only protection 
but a way of life as well. Yet precious 
little is being done by the business to 
predispose people to think favorably 
of insurance. 


One of the things Mr. Gilman’s firm 
has found in its studies is the impor- 
tance of providing the consumer with 
a mental rehearsal of purchase before 
he buys a product. The mental rehear- 
sal for purchase is important in insur- 
ance but must be done in a new and 
different form that is psychologically 
acceptable. Mental rehearsal for the 
purchase of a washing machine, house, 
automobile or bar of soap is a promise 
which can be redeemed. The buyer 
can use it and take pleasure and satis- 
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“You should have policies designed to meet 


the “wants” of your prospects”. 


* 
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Compan Y 


General Offices: ALL AMERICAN BUILDING, 
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Why not investigate NOW one of the most talked about companies in America 
and learn the startling facts about Democracy in action—through the out- 
standing contracts and policies of All American Life & Casualty Company. 


WRITE: 

Mr. E. E. Ballard, President, All American 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 





> ALL. AMERICAN 


CHICAGO, ILLINOIS 


PARK RIDGE, ILLINOIS 


faction from his purchase. But the 
insurance purchase can be redeemed 
only in moments of disaster. Therefore, 
a new frame of reference must be 
developed. 

The effort is to sell a specific insur- 
ance or a specific company when the 
consumer is not yet ready to buy be- 
cause he doesn’t understand what 
insurance does or can do for him, Mr. 
Gilman declared. For the consuming 
public generally, except for a few 
giants, there is no distinction between 
one company and another. Companies 
must develop individual personalities. 
Companies have them. Either they 
have a _ personality they create, or 
negatively, they have what the public 
thinks of them, which may be nothing 
at all. Almost all insurers are faceless 
entities to the insurance user. 


Won’t Solve The Problem 


He cautioned the companies that 
page after page of insurance advertis- 
ing in Life magazine, for example, is 
not going to solve the problem. For 
however valuable a theme may be, the 
fact that two or three companies are 
using it in a similar way causes con- 
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sumer confusion. It produces in the 
consumer a feeling of saturation but 
no clear picture of what any individual 
company has to offer. He is left, Mr. 
Gilman said, with “a misery of choice.” 

But being different alone is not the 
answer. The ad that strays too far 
from the need of the consumer will 
not sell insurance even if it is differ- 
ent. 

The business needs to create for the 
consumer a favorable image of the 
company, agent and product which 
will make it pleasant for him to think 
of and not unpleasant to make the 
decision to buy. 


Miss Eichenberg Is Named 
Head Of NALU Women’s Unit 


WASHINGTON, D.C.—Hedwig L. 
Eichenberg, Kansas City Life, Kansas 
City, has been appointed chairman of 
NALU’s committee of women under- 
writers. 

Miss Eichenberg was membership 
chairman for the committee in 1958- 
59, is a member of Women Leaders 
Round Table, and has served on sev- 
eral other NALU national committees. 
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H. P. Gravengaard 


“The Man Who Started 
Business Insurance 
On The Way Up.” 


Mr. Gravengaard, Vice Presi- 
dent, National Underwriter 
Company, and Executive Edi- 
Diamond Life Bulletins 
Department, writes from back- 
ground of broad training and 
successful field experience. 
attended Harvard Law School 
and Graduate School, sold life 
insurance at the rate of over 
a million his first year, es- 
tablished Aetna’s training de- 
E was 
sixteen years for Aetna and 
New England Life, is inter- 
nationally known 
and speaker on life insur- 
and author of many 
other books, articles and sell- 


MILLIONS SOLD! 


Insurance Publications 


Help Many Thousands Achieve Amazing Results 
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Sole Proprietorship” 
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@ “How to Preserve Your 
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Over 600,000 In Use In All Corners Of The Globe! 


Now in 17th annual printing, Gravengaard Business Text Books and Visual Selling 
Brochures are the most successful business publications ever printed. Their 
enthusiastic users are life underwriters, MDRT members and aspirants, General 
Agents, Managers, home office executives, attorneys, trust officers, accountants, 
university teachers and librarians. They are standard training material in many 
leading companies, agencies and universities. 


It is matter of record, that all who use these publications achieve rapid success in 
the lucrative field of Business Insurance (statistics show that about 60% of Amer- 
ican business still is without Business Life Insurance)! With help from the Grav- 
engaard Text Books and Brochures, it is as easy to sell Business Insurance as it is 
personalinsurance. Better order your supply today. Simply use handy coupon below. 


To: THE DIAMOND LIFE BULLETINS, Department of 

The National Underwriter Company, 420 East Fourth Street, Cincinnati 2, Ohio 

PLEASE SEND ME: 

_____Packages of 4 Text Books and 4 Illustrated Sales Brochures (1 pkg. $9., 10 pkgs. $7.60 
ea. pkg., 25 pkgs. $6.80 ea. pkg., 50 pkgs. $6.20 ea. pkg., 100 pkgs. $5.60 ea. pkg.) * 


__Sets of 4 Textbooks. (1 set $5., 10 sets $4.40 ea. set, 25 sets $4. ea. set, 50 sets 
$3.60 ea. set, 100 sets $3.20 ea. set.) * 


____Sets of 4 Illustrated Sales Brochures. (1 set $4., 10 sets $3.20 ea. set, 25 sets $2.80 
ea. set, 50 sets $2.60 ea. set, 100 sets $2.40 ea. set.) * 


__Ring Binders (will hold 4 Text Books or 4 Brochures— $1.25 each). 


*Less in Larger Quantities — Imprint Prices upon request. 
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- v indemnification against loss,’ adding of the overinsurance danger into 
Overinsurance Labeled A&S Industry Ss that the problem shows promise of categories—uncontrollable inenal alls 
becoming even more serious than it in loss ratios, a deterioration in py 
Most Troublesome, Untended Problem already is. good will and an adverse effea 
In no other field of insurance is Evans, director of A&S_ underwrit- “It does not seem to me,” he said, relations with the medical professigy p bala’ 
there as sericus and untended a preb- ing Prudential; Robert Finley, 2nd “that we are doing enough about it; Mr. Evans, who related overing,) 
lem as is overinsurance in the A&S vice-president Washington National; and furthermore, what some compa- ance to sales, said it appeared +, 


business, Stanford Miller, vice-presi- Howard LeClair, vice-president Mu- nies are attempting to do is being agents were in the habit of se, 
dent Employers Re, told the individual tual cf Omaha, and James V. Mc- hampered by state regulatory con- A&S coverage on the philosophy t,Jps &* 
insurance forum of Health Insurance Carthy, superintendent of group un- trols, especially in the individual “you can never have too much,” y ee in 
Assn. at New York. derwriting Zurich. field, where efforts to establish con- said he didn’t believe agents are gy 

















Mr. Miller was moderator of a Mr. Miller described overinsurance trols are being frustrated by outmod- sciously overselling a bad risk, }y oh 
panel on overinsurance dangers. Oth- as “the carrying of insurance for ed rules and regulations.” that it was evident to him that ; ats in 
er panel members were Francis W. speculative purposes rather than for Mr. Miller divided the implications philosophy can begin the problem, 

overinsurance. only § 





me eV 


Mr. Finley, also talking about saj oa 


referred to a survey he conduct | 
among nine companies, noting ty aed 
one reply pointed out that much, tax 01 
the overinsurance problem results fruit 
selling inadequate coverage in 4 
first place. The insured with adequas Indust 
coverage is less likely to be tempyegeasut! 
to buy additional coverage beyongpy tax 
the point of his needs. orely | 
Influence On Claims empt 
Mr. LeClair emphasized the inghjupte™ 
ence overinsurance will have on ogg T€ 
and Mr. McCarthy discussed its yejsf life 
tion to salary continuance, pme Mm 
In other portions of the  forypx-eX@! 
program, Frank O. H. Williams, vigg. 5): 
president and director of Connecticypvolve 
General, said that young people gqpse in 
what he called, “an anemic image'prew 0 
when they consider the insurance jp.fouti Vs 
dustry as a business way of life. itional 
“The saddest part of this image jgnerease 
that it in no way conveys a true im.pional 
pression of the many challenges anfhough 
the wide variety of opportunities thajphanged 
our business offers them,” Mr. Wilf Most 
liams said. Jear in 
Four-Point Program tax 
He forecast that the competition byfily w 
industry for the services of talented ffeport 
ambitious young people would become§p.7), 
even more intensified in the future fir stat 
He said the insurance business shoulifate (( 
better prepare itself for this competi-f, 1542) 
tion and suggested a four-point pro-frovisio 
gram the industry could follow—em-Renate, 
phasizing at every opportunity the 
important social purpose __insuranceF* ustn 
establishing activities or projects that “Ef it 
ee will show young people the wide vari- 
lt oH Ne ap] 
ety of opportunities and challenge}. ble 
which can be found in the insurance _ 
h wt W; ll S h S li Kl - o field; devoting more effort to improve * 
1S Was a treet -» WHEN ce 19 In? the caliber of men already selecteif. ‘i 
and to pay greater attention to help- wa . 
ing them with their self-developmenf 


became Guardian’s First Policyholder and to giving them opportunities that Saas 
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offer real challenges; and encouraging] They 
wide, but balanced participation in nust ha 
On July 17, 1860, the day after The GUARDIAN opened people in every walk of life, but especially to that vast} community, civic and political activi- res M 
its first office at 90 Broadway, corner Wall (the corner segment of the population who, like Mr. Kling, never get| tes. ’ bo 8 oy 
building on the left side of the illustration), Selig Kling, their names in the newspapers. This service includes life] Education And Training _ Mreasur 
“seg hant” of 284 Gi A Brookl i ‘ benefits at reasonable rates to mz ith physical Charles E. Stevens, assistant secre-]. 
segar merc ant” of 2 ates Avenue, Brooklyn, pur- insurance benefits at reasonable rates to many with physical] 1... Tademnity of North America anif™ ‘2 
chased GUARDIAN Policy No. 1 for $3,000. impairments and hazardous occupations. Life of North America, discussed ¢f- 
' fective education and training of per- plate 
In 1863, for an additional premium of $15, Mr. Kling’s Now in our one hundredth year of service to American| sonnel. : ee 0% I 
policy was amended to permit him to take a voyage to families, we are offering the most attractive policies in go ee oe ce Life State 
Cuba. This was a liberal dispensation for those days, since our history. One of these contracts is our “Preferred Risk] g Casualty, said-the A&S agent hasa © 10 
rigid restrictions banned summer travel to even our own 60” which offers (1) substantial protection while the chil-| primary duty to provide coverage ; ie 
Southland, such was the fear of tropical fever. dren are growing up; (2) accumulation of high cash values| 2 client’s basic income against the 4 le 
_ A } . nancial hazards of permanent disabil- ii 
Mr. Kling died on September 5, 1872, and his wife for emergencies and opportunities; (3) an end to paying ity hillion, 
I 4 . : -, @ E : ; ee. : : ¥ e TOU 
Rosalie duly collected $3,636.36, representing the full premiums after age 60; and (4) another source of retire- Latest developments in four - es 
amount of the policy, plus accumulated dividends. Mr ment income for later years. of health insurance were disci 


the panel “Have You Heard?” which 





Kling had paid in a total of only $1,157.52. : / was moderated by Peter J. Burns, a& 
Have a talk with your local GUARDIAN representative sistant vice-president New York Life. 

Since 1860, The GuarpIAN has extended its protection or broker. Find out how you can benefit from GUARDIAN’s|} Other panel members and their we 
to hundreds of thousands of policyholders—distinguished century of experience in serving American families. were Christopher J. Cox, director 0 


A&S North American Reassurance, 
substandard; A. M. Hansen, 2nd vite 


: ident Mutual of Omaha, seni! 
The GUARDIAN Life Insurance Company OF AMERICA tia: Gases McBride, secretaty |! 


: i tment Travelets, 
A Mutucl Company © Established 1860 50 UNION SQUARE, NEW YORK 3,N.Y. of the accident depar 
ee ; me ‘ : major medical, and George F. Monks. 


: York 
( The first of @ series of ads in the SATURDAY EVENING POST, NEWSWEEK, TIME, and NEW YORK ines ) manager of A&S claims New 
SUNDAY MAGAZINE, marking GUARDIAN’S Centennial in 1960. Life, claims. 
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11 profession }palance subject to tax, as follows: 




















ted) OVering, Part of Income 
Yr Jones’s Applicable Balance 
appeared t, Total to Subject 
bit of  selj, Income Deductions To Tax 
<n mpt” 
hilosophy ty i nd $ 2,000 $ 500 $1,500 
00 much,” Bg income 10,000 2,500 75 
sents are income ; Porn ps $3,000 $9,000 
“j exemp nceome other- 
bad Tisk, (eM pject to tax 1,500 
him that { Biple income subject to tax $7,500 


1e problem only $1,500 of the “tax exempt” in- 
ne ever appeared in the right hand 
8 about saj iymn, and that amount is fully de- 
he conduety fed. So, they reason, there can be 


noting th a i 
that much. tax on tax-exempt income. 
MN results fry ss’ Income Boosts Tax 
orage in th : 
With adequaf Industry experts opposing the 
© be temptsgeasury point out that Jones would 


rage  beyopfpy tax On More of his earned income, 
srely because he received some tax- 
empt income. They add that the 
preme Court has previously blocked 
1 Treasury’s attempt-to tax more of 
life insurance company’s earned in- 
ime merely because it received some 
the foryx-exempt income (National Life vs 
‘illiams, vice. 5.)- Although this case did not 
f Connecticymvolve proration, they cite another 
Z people saqse in which the Supreme Court 
iemic imag sprew out the proration concept (Mis- 
insurance jp.puti vs Gehner). They. make the ad- 
of life. tinal point that a company’s tax is 
this image iff eased by the acquisition of addi- 
'S a true im.pional tax-exempt income, even 
1allenges anfrough no other statement items are 
rtunities thajpianged. 
1,” Mr. Wilf Most important, they say, is the 
lear intent of Congress not.to place 
tax on tax-exempt interest. Not 
mpetition pypily was this clearly stated in the 
of talentedfeport of the Senate finance committee 
rould become§p.l7), but its chairman made a simi- 
. the futurefer statement on the floor of the Se- 
siness shoulifate (Cong. Record May 19, 1959, 
his competi-f 1542). Most interesting of all is the 


ed the inf 
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ssed its rel; 

























ir-point pro-frovision in the law, inserted by the 
follow—em-enate, which reads (Sec. 804 (a) (6): 
ortunity the 


e insurancefidjustment Is Specified 


projects that 
e wide vari- 
1 challenges 
ne insurance 
t to improve 
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“If it is established in any case that 
he application of the definition of 
txable investment income... .re- 
huts in the imposition of tax on any 
interest which under section 103 is 
cluded from gross income ... ad- 
justment shall be made to the extent 
ecessary to prevent such imposition.” 
They conclude that the Congress 
must have had the existing case law in 
mind when it inserted the exception 
uses and that life insurance com- 
ny taxpayers who insist that the 
lreasury give meaning to the “exemp- 


stant secre-f 
in clauses” should expect to be up- 


America and 
iscussed ef- 
ling of per- 





Mate Mutual Sales Gain 
% In First 10 Months 


of the A&s 

erican Lif} Sate Mutual Life’s total sales for the 

agent has af t 10 months were $341,461,000, a 

overage forf’” gain. Group sales for the 10- 

inst the fi- f%th period were $157,705,000, a 53% 

ent disabil- F"tease, and for October were $49.5 
uluuion, a record. Total annualized new 

four areasPUp premiums increased 162% in 

liscussed in Pt0ber. 

rd?” which j Individual life sales in October were 

Burns, a- Pore than $23,860,000, up 30% and a 

York Life mpany record, and for the first 10 

their topls Ponths were $183,756,000, a gain of 

director of f%. A&S sales showed a 56% gain 

eassurance, Biting the first 10 months. 

, 2nd vice- 

sha, senior ss 

,, secretary § Fitst United Life has formed a com- 

- Travelers, Mttee to select the outstanding boy and 


F. Monks Bil from Chicago and Gary areas to 
New Yotk tive the company’s youth achieve- 
ent award. 


LIFE INSURANCE EDITION 


(CONTINUED FROM PAGE 6) 
held in the courts. 

They hasten to add, however, that 
the litigation process will be more 
orderly if companies pay their tax as 
the Treasury requires and await furth- 
er developments before filing their 
claim for refund. 

“How did the matter become so con- 
fused? One explanation is the appa- 
rent change in Treasury's position as 
to whether proration really does place 
a tax on tax-exempt interest. During 
the Senate finance committee hearings 


ls Why Companies Will Fight Tax On Tax-Exempt Bonds 


the chief Treasury spokesman was 
asked by a committee member, “Why 
do you tax that (tax-exempt) interest 
even partially?” to which he replied, 
“Because we think it is right.” 

During this same discussion the 
Treasury spokesman volunteered, “I 
think this question might very well 
be litigated.” (p. 43 hearings before 


the committee on finance). Later, 
when the committee made it clear 
that they did not wish to impose 


such a tax, the same Treasury spokes- 


19 


mn concluded that “we cannot envi- 
sion a situation in which the operation 
of the proposed tax formula would 
result in the substantive imposition 
of tax on municipal bond interest . . .” 
in a letter to the committee chairman 
(Cong. Record May 19, 1959, p. 7543). 

Some industry men-have expressed 
a hope that the Treasury might pub- 
lish regulations consistent with its 
original position, with the Supreme 
Court decisions, and with the stated 
intent of Congress, which would im- 
plement the “exception” clauses and 
remove the pall of doubt concerning 
the status of tax exempt interest. 
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We simply invite you to compare these rates 
with those of any other company: 


JOINT SURVIVORSHIP * 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 





of Hartford, Connecticut 








Editorial Comment 


The LIAMA-LUTC Consumer Survey 


LIAMA meeting, Managing Director 
J. Harry Wood asked, “Do we know 
the kind of selling the buyer likes 
best? The kind of agent?” That one 
field alone has a potential so tremen- 
dous that it is hard to imagine a limit 
to where it could lead. 

For example, there may or may not 
be a positive correlation between the 
kind of selling a buyer likes and the 
kind of selling that gets him sold and 
keeps him sold. The survey will doubt- 
less show this up, and thus point the 
way to doing more of the effective 
kind of selling, the kind that would 
combine the best features of what the 
buyer likes and still not give up the 
features that sell him and keep him 
sold. 

Even more dramatic are the possi- 
bilities of determining what kind of 
agent can be expected to be most ef- 
fective. Here again, it will probably 
turn out that the best agent is not the 
fellow that the buyer “likes,’’ because 
the likeable agent would probably be 
the one that doesn’t get the buyer suf- 
ficiently concerned to do something 
adequate about taking care of his ob- 
ligations. 

But it could well turn out that a 
more effective breed of agents could 
be evolved—one with the drive of the 
hard-hitting go-getter but embodying 
as many of the “likeable” agent’s 
traits as would not diminish sales ef- 
fectiveness. 

The survey could disclose much that 
would be of great value in matching 
up agents with markets. Unquestion- 
ably, many agents miss success by 
insisting on operating in types of mar- 
kets that they are ill suited for—even 
though these same markets may be 
excellent for a different type of agent. 

This is a widely observed phenome- 
non, but far more could be done about 
it with the help of facts and figures 
from a survey to point the way toward 
what ought to be done to correct it. 

Perhaps most important of all, this 
survey could well be an important 
step toward greatly increased accura- 
cy in predicting the success of men 
under consideration for hiring as 


The $200,000 consumer-attitudes 
survey on life insurance by LIAMA 
and Life Underwriter Training Coun- 
cil, announced last week at the an- 
nual meeting of LIAMA, looks like 
something of the very top importance 
to the business. 

The project promises to unearth an 
unprecedented amount of data—in 
fact, the problem will be to interpret 
the data soundly, so as to prevent the 
over-enthusiastic from jumping at all 
of the different conclusions which the 
survey results will doubtless seem to 
support. Fortunately, skilled interpret- 
ers will be on the job to see that only 
the reasonable conclusions are given 
the stamp of authenticity and that 
others are accompanied by adequate 
warnings on their unreliability. 

Just as an obvious example, due 
allowance has to be made for the nor- 
mal person’s tendency to make him- 
self look good in answering an inter- 
viewer’s questions. The classic exam- 
ple of this, of course, was the famed 
consumer-attitudes survey conducted 
a few years ago by the Chrysler Corp. 
From this survey it appeared that the 
public wanted good, substantial, func- 
tionally designed cars with plenty of 
headroom and with clean lines un- 
cluttered by chrome or excrescences. 
The public then went out and bought 
be-chromed, be-finned juggernauts 
with roof-lines so low that they 
knocked your hat off when you got in, 
saving you the trouble of taking it off 
because there wasn’t enough room to 
wear it in the car, anyway. Chrysler 
quickly reversed its sales trend by 
out-chroming and _  out-finning the 
competition, after learning that what 
the public says isn’t necessarily what 
the public means. 

That is why consumer surveys have 
to be expertly designed and expertly 
interpreted if they are to have any 
practical value. It can be safely stated 
that everybody connected with the 
LIAMA-LUTC survey will be operat- 
ing with complete awareness of the 
perversity of the human beings they’ll 
be dealing with. 

In announcing the survey at the 
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agents. Much improvement has been 
made, but vastly more needs to be 
made if agent turnover is ever to get 
to a level that the industry can regard 
without concern. 

Not the least gratifying feature of 
the LIAMA-LUTC survey is that the 
first major report on it is expected by 
mid-1960. It will not be necessary to 
wait for years, as is necessarily the 
case in some types of research. What- 
ever the findings, they are certain to 
be greeted with the most intense in- 
terest throughout the  business.— 
R.B.M. 





Personals 


James E. Rutherford, vice-president 
in charge of the Chicago regional home 
office of Prudential, has been appointed 
vice-president of the community de- 
velopment division of Chicago Assn. of 
Commerce & Industry. He has been a 
director of the association since 1957. 


Guilford Dudley Jr., president of 
Life & Casualty, has been awarded 
an honorary doctor of laws degree by 
Cumberland University, Lebanon, 


Deaths 


JAMES E. WALL, a director of 
Berkshire Life since 1942, died after a 
long illness. Mr. Wall was also presi- 
dent and treasurer of Wall-Streeter 
Shoe Co. of North Adams, Mass. 


GEORGE M. SELSER, 59, vice-presi- 
dent and secretary of United States 
Life, died at Or- 
ange, N. J., after a 
short illness. He 
started in insur- 
ance in 1916 with 
Manhattan Life, 
later going with 
the former Brook- 
lyn National Life 
and, when = that 
company was con- 
solidated with 
United States Life, 
he joined the latter 
as assistant secre- 
tary. He was elected secretary in 1939 
and a director in 1940. He was an or- 
ganizer of Philippine-American Life 
and during World War II opened and 
for two years operated an office of is- 
sue in Honolulu for United States Life. 
He was largely responsible for reacti- 
vating United States Life’s Latin- 








George M. Selser 


American division a few years ago. 
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SELDEN LONGLEY, 43. ge, 
agent of Franklin Life at Nash 
died suddenly of a heart condition 
was also former head of Longley gf 
adjusters. Mr. Longley, a non! 
ticing lawyer had earlier in his 
been with Travelers at Louisville 
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ROBERT F. HARRISON, 39, agcfianki 
haay 





ant controller and manager of gy, 
administration for Occidental LifeMecker 
California, died. He joined Occidesiy. Stt 
in 1946, was named assistant aygimpois di 







in 1951 and elected assistant contrg pr 
in 1957. , Be 
n 501 






SAMUEL M. FINKLE, 53, Metro, 
itan Life agent at Chicago, died ti 
in Mount Sinai Hospital. He was ap 
president of West Suburban Life 
derwriters Assn., a unit of the Chi. 
association. 


Stocks 


By H. W. Cornelius of Bacon, Whipple ¢, 
135 S. La Salle St., Chicago, November 1j, 
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Bid 

$ 
NI AIR occa sicccesececasvasectssee (New) 81 
Beneficial Standard ........:ccce 1634 
Business Men’s Assurance 40 dibovernn 
Cal.-Western States 0... 113 Vinal 1 
Commonwealth Life «0.0.0.0... 21% of ona 
Connecticut General .......0........0.. 358 % owed 
Continental Assurance ...........0 142 wpining | 
BAM, TlO oa.cccsscasncsssssssecnscescsaessess 17 Wind let 
Great Southern Life ......00.00. 86 ry ke i 
Etc a ee Nceai x 
Jefferson Standard oc. 97 4 vell-wi 
Kansas City Life .......... 1440 146 ower, | 
Liberty National Life .. 63 6nd Gov 
Life & Casualty ............ 23% = | 
Life of Virginia 4g yy SCA 
Lincoln National Life ............0.... 229 oy pany S 














Wational Li. Ge. Ais. cccccscsssssesssssceacecosssce 107% —jopmer Mr. 
North American, II]. ........0..00.. 15% iinnity 
Nw. National Life .....0.0..... 96 + 
Ohio State Life ...... 300 yg pONOTS | 
Old Line Life iiccccssscssssssssevsssece 70 Bg proclam 
Republic National Life ...........0.0. 70 nfolid g¢ 
Southland Life oes 94 % Bxecuti 
Southwestern Life .......sssesssessseesesnee 161 16 Ba: 
Travelers 81 7] puding¢ 
United, I. 47% qgigo enrol 
U. S. Life 40% 








Washington National 2.0.0.0... 
Wisconsin National Life 








‘Meet Mr. Lincoln’ 
Re-Scheduled ForTV } 


Lincoln National Life will agai 
bring to television the award-winnin: 





entative 
well, 
cotball 


“Meet Mr. Lincoln” drama in respons ™ 
to requests from all parts of the Mr. | 
country, according to a company repreue ¢ 
lease. It will be presented over the! his 










NBC network at 9 p.m. (EST) aie 


11. bee 
“Meet Mr. Lincoln” was hailed ypu". 
critics and educators as one of the i ot 
most unusual and _ interesting doct-f. nklin 
mentaries on television when it was ddition 
presented last February and its spon- 
sorship by Lincoln National Life re 
sulted in nunierous_ congratulatory tildin 
letters and complimentary reviews bie : 
Included in the awards following the 
original showing were the Robert Ef 
Sherwood award and a TV Emmy.pPanke 
Also, the film was selected as the only M 
U.S. network television exhibit at they” : 
Prix Italia Awards at Sorrento, Italy.§ New 
“Meet Mr. Lincoln” is a portrayalfwa fo 
of Abraham Lincoln as his contem-§1,778 
poraries saw him. Its creators em — mil 
ployed a wealth of Americana neverRis tot 
before tapped for television. They as0gtd gro 
used a novel camera animation tec-J for 1 
nique that gave movement and flowfisiness 
to century-old still photographs, prints, Fdinary 
posters and drawings. In its first show #6446,7; 
ing, the film drew a Nielsen rating of Total 
30.7, representing an estimated aud Rh tot 
ence of 35 million people. mths 
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November 1i, ily Charles E. Becker Day in Spring- 
Bid Asw.iq as proclaimed by Mayor Collins. 
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w) 4 4 A crowd of more than 500 business 
sie 16% sand civic leaders, high-ranking state 
ae 40 dibovernment officials and Franklin re- 
a 113 


lifional managers and personnel over- 
ee 358 ggglowed the auditorium and adjacent 
whining rooms. A number of telegrams 
77 Wind letters from those who couldn’t 








z “lke it were read, and among the 
a 97 qpel-wishers were President Eisen- 
we 1440 — jygower, Sen. Lyndon Johnson of Texas, 


63 ‘find Gov. Daniel of Texas. 


Ps “4 Speakers acknowledged the com- 
229 gypany’s outstanding achievements un- 
107% emer Mr. Becker and ‘his role in com- 
bo unity affairs. He received many 
300 po fnors in the form of gifts, toasts and 
70  gypoclamations. These ranged from a 
70 nfolid gold golf putter presented by 
a “ Fxecutive Vice-president Francis J. 
1 gpldinger on behalf of the field force 


47%  ggoenrollment in the Anti-Superstition 





40%  «#fociety. Other awards were a silver 

a ory from the citizens of Springfield, 
appointment by Gov. Stratton as an 

tnorary colonel on the governor’s 

n’ taff, a certificate of honorary mem- 
ership in the Illinois house of repre- 

or TV entatives from Speaker of the House 
will agait well, and a football from National 
vard-winning totball League Referee Ronald Gibbs, 


a in respons ho made the presentation on behalf 
arts of thet Mr. Becker Ss late friend, Bert Bell, 
company ref#ue commissioner. 
ed over El Inhis remarks to the gathering, Mr. 
(EST) Feppecker commented on the company’s 
sag in the last 20 years—from $177 
: ion of insurance in force and 250 
as halle gents in 1939 to the present $3.5 bil- 
on and 3,500 agents. He revealed that 
anklin plans to erect a substantial 
dition to its home office in the near 
ture. The addition would be of sim- 
lar size and design as the two 12-story 


‘og flildings which the company has built 
Ty review ice 1946. 
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nibit at tte Million So Far 


rento, Italy|New business of Bankers Life of 
a portrayalfva for the first 10 months totaled 
his contem-§1,778.690, an increase of more than 
reators em-#} million for the year to date. Of 
icana neverm@is total, ordinary was $236,636,136 
n. They aloft group, $155,142,554. 

vation tec-For the month of October, new 
t_and flow#isiness amounted to $30,027,438 with 
aphs, prints fiinary totaling $21,580,723 and group 
: first show #F446,715, 

en rating “Total life in force reached a new 
nated aud-#Rh total at the end of the first 10 
inths of $3,509,002,612. 
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HEW Talk Of Review 
On Stand On Forand 
Disturbs A&S Men 


(CONTINUED FROM PAGE 1) 
the secretary as saying, “unless wel- 
fare officials are able to come up with 
a substitute, the administration might 
have to review its position on the 
principles of the Forand bill.” 


Modification Less Likely 


If that is an accurate quotation of 
Mr. Flemming’s remark, he obviously 
is less ready to modify his previous 
position than it would appear from the 
report that Mr. Neal questioned. 

On the other hand, Mr. Flemming 
is faced with meeting in the next cou- 
vle of months a commitment he made 
last summer. During a hearing before 
the House ways and means committee, 
the secretary told Chairman Mills 
that the administration was opposed 
to Forand-type bills and that he would 
present to the committee a_ specific 
alternative program when he came 
back before it sometime in January. 

In other parts of his statement, re- 
leased this week along with a report 
on the President’s federal council on 
aging, the secretary indicated the dif- 
ficulty his agency has been having 
with the problem and admitted that 
he has been thus far unable to come 
up with any alternative to the Forand 
type of legislation. 

“We’ve been trying to take a look 
at the voluntary insurance approach,” 
he said, “but up to the present time 
we haven’t come up with a plan to 
supplement voluntary insurance pro- 
grams.” 

It was at this point that the secre- 
tary is supposed to have said HEW 
is reviewing its former position on 
Forand legislation. 


No Ultimatum 


While not indicating the least sup- 
port of it, Mr. Flemming was quoted 
as saying that another approach 
might be “for the federal government 
to go into the insurance business.” 
He emphasized, however, that he was 
not trying to serve an ultimatum on 
the private insurance companies, but 
he said his department must provide 
an answer to the problem of helping 
older persons meet the burden of ris- 
ing medical costs. 

“We can’t stand idly by in the face 
of need,” he declared. 


Sentry Life, a wholly-owned sub- 
sidiary of Hardware Mutuals which 
started in business Jan. 1 of this year, 
now has more than $45-million of 
insurance in force. 
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One Good Way To Keep 
Good Agents Happy 





° ° ° Ex, 
are outlined in our booklet, “Reinsurance es 
Exclusively”’. Why not write for your free ~ 
copy today. arseet 
A 
Py mo NORTH AMERICAN 
of as 2 REASSURANCE COMPANY 
2 ee a > 161 East 42nd Street, New York 17, New York 
3° =e Murray Hill 7-1870 
i ee 2) . . 
Som SS Reinsurance Exclusively 
*ance © LIFE e ACCIDENT & SICKNESS « GROUP 


We believe a good agent is happiest with the company 

best able to accept all the business he has worked hard to get. 
No company likes to turn business away, or disappoint 

its producers, by rejecting substandard applications. And it’s 
often unnecessary, because many “borderline” cases can be 
successfully written, if the company gets the right 
underwriting help and gets it in time. This is precisely 

what North American Reassurance Company provides. 


We are in life reinsurance exclusively, with hundreds of 
life company clients depending upon us for superior 
underwriting assistance. Because of our unusual depth of 
experience in underwriting substandard business we 

are usually able to determine immediately whether or not a 
difficult case can be successfully written. Of course, 

we will share the risk or even take it all, if desired, at the 
lowest rate obtainable commensurate with sound 


underwriting. We can do the same for 
you and your agents. 


Superior underwriting, and all our other 
non-competitive services to life companies, 
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posed benefits. 


$2.71 each. 









of America, /nc. 


HILBERT RUST, C.L.U. 
INDIANAPOLIS, 









Price, Complete Kit, 1—$2.91; 2-9 Kits, f 


THEY LOVE IT IN WAXAHACHIE! 


also in Azusa, Palm Beach, New York 
City, Spokane, Santa Claus, Columbus, 
North Platte and all points in between! 


BALANCED SECURITY 


It’s been on the market about 15 months 

now—and we’re confident that never be- 

fore has a programming tool received 

such instant and wide acclaim! 

1. BALANCED SECURITY CALCULA- 
TOR—makes the mathematical calcula- 


2. SECURITY BALANCE SHEET—any- 
one who can balance a checkbook wiil 
quickly understand it! 

3. SALES PRESENTATION—tells “what 
to say” and “what to do.” 


4. ANALYSIS SHEET—to completely de- 
scribe both presently-owned and pro- 


RESEARCH & REVIEW SERVICE 


President 


INDIANA 
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Peoria Sales Rally Draws As Well As Ever, 
Some 500 On Hand For Educational Fare 


(CONTINUED FROM PAGE 4) 


responsibility to want to do something 
more. “We all have the same amount 
of time: motivation is what drives 
some of us to greater goals.” 

As to what the capital investment of 
CLU is actually paying, he suggested 
checking to see if average income had 
gone up. If so, the man is gett'ng a 
yield from his capital investm nt. sit 
income stays the same after a man 


FaeNATIONAL UNDERWRITER 


will control the actions from there on. 
“There is yet so much more to learn 
and so very little time.’ 

Mr. North said there are critics of 
CLU and wondered if they are justi- 
fied in saying that: CLU’s fail to meet 
the broad challenge and provide broad 
leadership; they are too self satisfied 
and keep aloof from association ac- 
tivities, or having attained the CLU 
designation tend to feel they have 
reached the top of the educational 
heap and just sit there. 

“They should be anything but in- 
different to association activities and 


a CLU, he is creating an 
economic waste. Face the facts and 
find out if you have settled in an 
area of mediocrity despite your edu- 
cation.” 

There is always a point where a 
person can go either way, but when 
this point is reached, the motivating 
force will then be habits, he said. 
These habits may be good or bad and 


becomes 
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safeguarding tomorrow 








Northwestern Mutual’s 


makes a difference... 


e believe that a 
good agent deserves 
the advantage of an 


exclusive contract. 


o oNE but a Northwestern Mutual 
N agent can write Northwestern 
Mutual business. This type of exclusive 
contract is unusual in the life insurance 
business. 

There are obvious benefits for the agent 
in such an arrangement. Foremost among 
them is the assurance that Northwestern 
Mutual protects its own agents. Only 
Northwestern Mutual agents can sell, offer 
or deliver Northwestern Mutual policies. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Milwaukee, Wisconsin 
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could do so very much for the bug; 
if they interested themselves jp 
broader aspects,” he declared, ang 
vised the CLU’s always to avoid hum 
self centered, to broaden their jp, 
ests, see the big picture and 
their valuable contributions tg 
problems which face the bug 

“Criticism is all right unless 
nothing about it. There is neg 
great leadership. We must projeq 
m‘nds beyond ourselves. Waste 
distribution of life insurance m 
reduced or eliminated. There ig_ 
waste of time and effort in 
agency and company. How cap 
justify the great cost created } 
waste to the public?” Mr, 
queried. 

“If a man’s capacity or cir 
stances beyond his control make hil 
$200,000 a year man, that is perfe 
all right. It is the men with 
potential who refuse to attain 
greater goals who are in need of 
ticism,” he said. The 3.9% of disp 
ble income now going into life ; 
ance has remained at about tha 
ure for a great many years, | 
obvious that we are not doing our 
by a long way. 

“Today we owe a debt to g 
house in order to our industry ay 
our nation. There must be pro 
some 20 million jobs by 1975 9 
heritage we leave our children. 
be nothing but ruins... If we 
do the job, someone else will do 
us. We are designing the worl 
which our children and grandchi 
are going to live. As CLUs weh 
compelling reason to do a better 
The interests and well being of 
us are interlocked and inseparable 
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Schriver Speaks On Ideas 








Lester O. Schriver, executive 
president of NALU, in opening 
general session, discussed the 
and Feeding of An Idea”. Before 
ginning his talk he asked for a 
of hands on the number of people 
the business for less than two ye 
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and then asked for a show of hands . 
those in the business less than ti 
years but less than three. The showi 
in both categories was about e - 


which Mr. Schriver called encouragi 
since it shows new blood is not 0 
coming into the business but stayi ° 
there. He noted that “if you can bre 


through the ‘sound barrier’, life insu ° 
ance is the most satisfying job therei 

He quoted a number of long-tin e 
friends in the business and mention 
one in particular who said no man} e 


any right to accustom his family 
certain things in life and _ then ¢ C. 


without providing for them... 

man who dies without life insurait you're 
abandons his family and abstilfie, yoy 
with their support .. . The hallm ‘ompany 





of civilized man is providing for! 





, 2 itsurance 
family after his death. tut a def 
Traces Progress Of Ideas ve have 

wailable 

Mr. Schriver went on to trace Yhbility qu 
formation of ideas as such and said tifing gene! 
in the past two million years provid that 
began only in the last ten thousandWi.,) 1... 
the discovery of transportation a, 





means of communication. When 4 


came about, ideas begin to & | MA 
changed. When men began to “ 
municate with each other the i A 


began to originate. “Swap? 
thoughts, such as at_ this mel 
marks the beginning of ideas, § 
said. “All of you are willing om 4) 
with each other. What is som” EIT 
anyone here is good for the DU INSURA 
as a whole.” 

Observe the needs of people 
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In 1895 Roentgen discovered a 
new kind of light capable of 
penetrating substances impassa- 
ble by ordinary light. Because 
he didn’t fully understand the 
nature of the ray he called it 
X-Ray. 

In 1959 Security Benefit Life 
discovered a new method of un- 
derwriting capable of offering 
needed protection at acceptable 
rates to those previously denied. 
Because of its very nature we 
called it “Individualized Medical 
Underwriting”. IMU is a flexi- 
ble underwriting program de- 
signed to meet the ever-chang- 
ing needs and demands of a 
discriminating public. 

Why not “Discover The Differ- 
ence” in your earnings by learn- 
ing more about this revolutionary 
new concept in the underwriting 
of difficult cases. 

Licensed in most states, Security 
Benefit is a sound, established, 
highly rated company, offering 
its representatives up - to - date 
policies, efficient Home Office co- 
operation, plus tested sales aids. 
We feel we are the Company 
with the DIFFERENCE—here’s 
just a few reasons why: 


i 
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eTop first year and renewal 
commissions for General 
Agents: (Liberal vesting 
provisions) 


e Exclusive substandard facili- 
ties for you and your brokers 


e Lifetime Service Fee 


e Disability income when sick 
or disabled 


e Liberal retirement plan 


e Office allowances 


§CAREER OPPORTUNITY4¢ 


you're like many alert life underwrit- 
ts, you have been searching for the 
‘mpany which can help you make life 
isurance a career instead of a job with- 
wta definite future. At the present time 
ve have many excellent opportunities 
wailable for men whose experience and 
ibility qualify them for personal produc- 
4 general agent responsibilities. If you 
fel that you can fulfill this challenging 
ad rewarding opportunity, contact us 


MARC F. GOODRICH, CLU 
Assistant Vice President 


Dept. 41 


MUTRITY BENEFIT. LIFE 
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INSURANCE COMPANY Topeka, Kansas 












i 





LIFE INSURANCE EDITION 


ways the life insurance business can 
serve them, he advised. The man with 
ideas is not only able to observe but 
to understand what he observes, and 
from this comes the idea. There is 
also a difference in the capacity of 
individuals to see beyond the ob- 
vious. “To be a successful life insur- 
ance salesman, you must keep your 
eyes open and adapt to the needs of 
people.” 





As to how good ideas are kept 
alive, Mr. Schriver said one of the 
best possible methods is repetition. On 
a short drive recently he noted within 
30 miles 87 invitations to “stop for 
the pause that refreshes” featured in 
Coca Cola advertising. He listed fam- 
ous names and various types of prod- 
ucts never heard of today because 
they did not keep repeating the idea 
before the public. 

Before leaving the rostrum he told 
his audience that for the first time in 
a great many years the president of 
the national association had not been 
on hand to speak at the Peoria sales 
conference. But since the president— 
William S. Hendley Jr., Mutual of 
New York, Columbia, S. C.,—was 
probably at that moment saying his 
marriage vows, there might be some 
excuse for his absence. 

Pinch hitting for Mr. Hendley was 
Gerhard C. Krueger, Equitable Life 
of Iowa, Chicago, president of the Illi- 
nois association. He gave a _ rapid, 
comprehensive talk on the purpose 
of the state and national associations. 
He stressed that the Illinois associa- 
tion does not exist to dictate local 
association activities and has no jur- 
isdiction in any disputes that they 
may have—except, on request, to ar- 
bitrate. Its jurisdiction lies only in 
seeing that there are no infractions 
of the by-laws. 

Mr. Krueger gave a number of in- 
stances of practical accomplishments 
on behalf of the agents in which the 
national and state associations had 
been helpful, such as pension plans 
for the field forces; payment of re- 
newals after an agent leaves a com- 
pany; 55% commission on ordinary; 
changes in New York’s law 213a rela- 
tive to compensation for the combina- 
tion agents. 

All of these mean more money for 
the agent, said Mr. Krueger. He also 
mentioned CLU, LUTC; elimination of 
the premium payment test; exemption 
of interest tax under settlement op- 
tions; new bills calling for recognition 
of debit agents as outside salesmen, 
which will save income tax; keeping 
savings bank life out of Illinois and 
putting the lid on group life with 
20/40 limits. 

For increasing the membership and 
effectiveness of local associations, he 
suggested adding to their executive 
committee one member to handle the 
collection of dues, etc.; hire an execu- 
tive or corresponding secretary; decide 
on a public service program; pick 
membership chairmen carefully; find 
out who are not members and go after 
them; provide a follow-up on mail 
campaigns for members; everybody 
get a new member, and when intro- 
ducing non-members at association 
meetings make sure the program is an 
excellent one. 

Mr. Krueger advised the agents to 
fight the move towards more and more 
group business, “which is curtailing 
and undermining the individual mar- 
ket. The companies are trying to out- 
strip each other to inflate their ego 
and volume,” he declared. “All of this 
striving for lower prices means low- 
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“What’s new with the GO Company, Charlie?” 





“ACTION, Herman, lots of ACTION... 
Republic National Life is expanding 
its Agency program and opening up 
fabulous new opportunities for 
Brokers, General Agents; and Branch 
Office representatives.” 


GENERAL AGENCY OPPORTUNITIES 


Contact H. R. Hunke 
Assistant Vice President and 
Director General Agencies 


REPUBLIC NATIONAL LIFE 


Insurance Company - mus, teas 


Life ¢ Accident © Sickness © Medical and Surgical Reimbursement : 
e Hospitalization © Group « Pension © Franchise © Brokerage © Plus Complete Reinsurance Facilities 
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commissions. We must work hard- 


and longer for the same dollar, 
vhile other industries are finding 
ways to make working hours shorter.” 


He called for retaining group cover 

s a fringe benefit. 

“Are we doing a job for the public 
or have we gone to sleep? We have 
the dollars for sale for future delivery 
and only we can guarantee financial 
and economic independence. Forget 
net costs and stop cheapening our 
product if we want to call ourselves 
true professionals. If we want to be 
truly professional, we must keep up 


our education and return to honest 
sales based on the’security of a family 
or a business.” 

Rene A. Dussaq, associate manager 
for Prudential at Los Angeles, who 
followed Mr. Krueger, practically had 
his audience in the aisles as a warm-up 
before he got into his talk on “Fear Is 
Wonderful.” He pointed out that fear 
is a pressure but when applied in 
the right direction can be very valu- 
able. He said since fear is such a 
great dynamic force it can be ex- 
pressed positively or negatively and 
“the idea is to make it work for us. 








HieNATIONAL UNDERWRITER 


The man who can evaluate his fears 
intelligently will come out ahead.” 


Mr. Dussaq advised that when fear 
provides momentum, to pursue that 
momentum and not to fear fear and 
cringe away from it. “Never get rid of 
this fear—harness and channel it. We 
are in a great period. You are lucky to 
be in the insurance business. We 
represent a great cause and must 
constantly renew our conviction of 
that cause and identify ourselves with 
it. Proper handling of our fears, no 
matter what they may be, is one of 
the ways to this end.” 
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FOR YOU 


Well-balanced General «_ 
Agent's Contract \ 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 





AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 


Washington, D.C., and West Virginia. 


| , 


Top Commissions on Leading Par and Non-par Policy Contracts. 


Vested Renewals. 


dis. Lifetime Compensation in Service Fees. 


| 


Free Group Life Insurance. 















MUTUAL’S 


Agent's Contract 
Induction Program 
Sales Packages 






















~ COLUMBUS MUTUAL 


Life Insurance Company 


Columbus 16, Ohio 
Fred C. Adams, Sup’t. of Agents 


Frederick E. Jones, President 


gS STRIKE IT RICH! 


You can “Roll a Strike” every time with Columbus 
Mutual’s Agent’s Contract, Induction Program, 
and Sales Packages — because your agents make 
money and you make money with: 


Non-Contributory Pension Plan. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


- Streamlined Rate Books for 
Maximum Production in Minimum Time. 













Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 
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Sam A. Burgess, agency vice-pp, 
dent Equitable Society, spoke on “9, 
Off to Higher Sales.” He saiq. 
knows no calling other than the mjy 
try and medicine with more ima 
than the life insurance business fg 
influence on people, or of any git 
business than life insurance 4 
brings greater satisfaction to the gq 
man than seeing the peace of 
and security it brings. Deliverj 
check that provides the means of 
derliness in an upside-down yw 
when the father and husband digs; 
always a thrill. 





















John 
ance at 
Mr. Burgess gave statistics gojg Do 
back 38 years on the growth of j dent D 
insurance. “This progress has bee 
tremendous, but we have 
scratched the surface of providing egy 
for the public,” he said. Altho 
there have been many changes in qj 
marketing and product designed 
meet the needs of the public, the bag 
principles of life insurance are the sap 
as ever. 
The selling of life insurance y 
and is a highly individualized pe 
thing. The same need remains # 
knowledge and motivation to persugi 
people to plan for the future. Syphg! 
ing off surplus dollars that alway 
come back as emergency dollars yj 
never change. Complete faith in thd Kenn 
business, self-discipline and _integrit} and sul 
are as necessary today as they were ‘ Nationa 
years ago, he declared. preside 
Life insurance has ever been sold i 
response to certain basic needs—deq 
retirement, loss of employment 
although the changes have been 
the underlying needs exist today 
as years ago. People still do the sam 
things, he said. 
Salesmen created the demand fof § 
the highest scale of living in the worl # 
which Americans now enjoy and on 
million salesmen of all kinds will 
needed by 1970, “if we are to kee 
pace with the _ anticipated need % 
ahead,” he said. The life insurane 
business must do more research ani 
study as to more effective methods ¢ 
attracting high caliber people. “Th 
insurance agent stands at the ver 
heart of our profession, and there mus 
be improved company training pr- 
grams further developed for nev 
agents, as well as help for establishei 
agents in developing sales techniques’ 





Gives Growth Statistics 
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Nightingale Speaks 


The meeting was brought to a dre 
matic conclusion with a talk by Ear 
Nightingale, Chicago, who _ presented 
in part his moving philosophy of “The 
Strangest Secret.” This talk has beet 
recorded and has been selling at the 
rate of 3,000 records weekly. “The ke} 
to financial success is thinking abou 
what is needed and finding the way!) F 
provide it,” says Mr. Nightingale in 
his record, and gives a number of way’ 
in which this philosophy applies. 

Hobart M. Albright, New York Life 
manager, Peoria, vice-president 4 
Central Illinois CLU chapter, presided 
at the CLU breakfast in place 
President Frank R. Figg, State Fam, 
Bloomington, who had been hospital- 
ized with a heart condition. Hayden? 
Parker, Indianapolis Life genet 
agent and president of the Peorla & 
sociation, presided at the ee | 
session, and Fred G. Holderman J. 
Equitable Society manager at Pett 
handled this function at the afterno 
session of the “salescapade.” 

General chairman was Leonard } 
Nelson, associate general agent, Lil 
coln National Life, and co-chairmé 
was Frank Van Auken, Massachustl 
Mutual Life. 
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John S. Bickley, professor of insur- 
ance at University of Texas, Mrs. Dud- 
tistics ppp f ley Dowell, and Executive Vice-presi- 

2 0% aent Dudley Dowell of New York Life. 
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nave Mi At the quality business committee 
oviding omy meeting: Ann Bickerton, NALU direc- 
id. Althoud W. W. Hartshorn, superintendent of tor of field services, Harold Thorsvig, 
anges in i agencies of Metropolitan Life, and S3les vice-president of National Pub- 


Sherman M. Southard, general min- lic Service Life of Seattle, and Ellen Charles F. B. Richardson, associate 
ager of the district agencies depart- Putnam, National Life of Vermont, actuary of Mutual of New York, and 
ment of Prudential at the Newark Rochester, N.Y., trustee of NALU and Harold J. Cummings, president of 
home office. chairman of its quality business (for- Minnesota Mutual. 

merly conservation) committee. — 
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they were % National Life, and Spencer R. Keare, 
president of Federal Life of Chicago. 
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demand fa} | TIMELY TOPIC— 

in the wi Charles Johnson, assistant superin- OPi¢c 

joy and ond tendent of agencies of London Life, Reinsurance—any day, 
inds will b retiring chairman of the LIAMA : p 
are to keel quality business committee, and Wil- eapaciany today, wun 
ated needs liam B. Cornett, Prudential’s director of 1960 coming into view. 


fe insurand A&S insurance, chairm2n of the 
‘esearch anf President Davis W. Gregg of Ameri- LIAMA A&S committee. Mr. Johnson 
> methods off a College, Earl R. Trangmar, 3rd_ was presented a scroll in appreciation 
eople. “Th Vice-president of Metropolitan Life, and Of his 12 years on the committee, in- 
at the ver§ Bernard S. Lyon, regional agency vice- cluding nine years as vice-chairman 


We can do some special 
contract - building just to 
your exact measure. 


d there mus President of Pan-American Life. and two as chairman. The essentials are here: 
- pr geographical spread, ex- 
or new 


perience, capacity and the 
will to co-operate. 


r established 


technique'} Harold Gardiner, 


superintendent of 
education and field 
training of North- 
western Mutual, 
lawrence Jackson, 
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0 Presented Wetropolitan Life’s 
Bt Bminsrator of EMPLOYERS REINSURANCE CORPORATION 
alling at the ta ar ° 


Kreder, 2nd vice- 
president of Met- 
topolitan in charge 
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yplies Aetna Life’s  di- 
a3 York Liq “ctor of training. 
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assachusett!s : Ney ,. NORTHEASTERN LIFE INSURANCE COMPANY OF NEW YORK 


~~ LOOK TO NORTHEASTERN LIFE 


--- FOR OUTSTANDING SERVICE TO BROKERS 


If you are not familiar with Northeastern’s SMALL BUSINESS GROUP PLAN, call for 

information. It is an easy-to-sell plan covering 10 to 24 employees for (1) LIFE INSUR- 

ANCE and/or HOSPITAL, SURGICAL, and MEDICAL INSURANCE. Visual aids provided. 
Expansion program provides opportunities for qualified General Agents 


Contact Delbert Dumont, Vice President and Director of Agencies 
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(CONTINUED F 
also in conflict with the decision of the 
U.S. Supreme Court in Pence vs 
United States, 316 U.S. 332, 81 L. Ed. 
1510. 

The brief makes quite a point of the 
appeals court’s reliance on the pres- 
tige and reputation of Dr. Roosth. 
Says the brief on this point: 

“Finally, in a rather desperate ges- 
ture to justify its position that in spite 
of the uncontroverted evidence, this 
case should have been submitted to 
the jury, the majority opinion con- 
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Urges High Court Reversal Of Decision 


ROM PAGE It) 


cludes with the argument that inas- 
much as Dr. Roosth ‘was a prominent 
and outstanding citizen in his com- 
munity,’ and that ‘ . . . he was a man 
of means,’ such facts negatived the 
fraudulent acts that he perpetrated 
upon the petitioner. 


‘Very Remarkable Statemeni’ 


“Apparently epitomizing the basic 
reason why it was concluded by the 
majority of the court of appeals in 
the case at bar that a jury should be 
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permitted to render a verdict in this 
case, is the following very remarkable 
statement which is found in the con- 
cluding paragraph in the opinion of 
the majority: 

“It is a rare case which would 
justify a finding that, as a matter of 
law, a man of character has stooped to 
the cheap fraud relied upon here. We 
think that it was error for the judge 
so to decide. The case, in all of its 
aspects, should be decided by a jury.’ 


Millionaire Irreproachable 


“Thus, we are inevitably driven to 
the opinion that irrespective of ap- 
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nsion Trust. 






Vice President. 











security mutu 


Richard L. Pille, President. 
Hariarc lL. Knight, Agency Vice President. 






| life insurance company 


81 EXCHANGE STREET, BINGHAMTON, N. Y. 


Yes, there’s room on the way up for YOU! 


Security Mutual’s 73 years of service and 
growth means profitable careers for worthy 
young men. If you’re between the ages of 
25 and 45, really ambitious—with the 
initiative and mature judgment to back it 
up—consider this: Security Mutual gives | 
you flexible, practical coverage in a multi- | 
ple line...with a world of co-operation, 
service and dynamic sales helps, too! 





We’re worth investigating ... get the facts, 
today! Write Harland L, Knight, Agency 
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plicable legal principles and rules 
procedure, the majority of the gy 
of appeals has decided that a my 
accused of fraudulent acts may 4, 
acquitted of the consequences of tf 
same by proof of his wealth a 
prominence. The natural inferenee ;, 
be drawn from such a statement ag, 
found in the majority opinion is 
as a matter of law when aman} 
comes a millionaire, and a promina§. 
citizen, he then becomes beyond rfl, 
proach. 

“Since when, may we ask, has if 
come to be recognized as a legal pri 
ciple that a man’s integrity is mex 
ured by his wealth and social pron; 
nence? We respectfully submit to hj 
honorable Supreme Court that it ; 
unthinkable that such reasoning 
the majority of the court of appeal 
has employed in this instance shoul; 
be permitted to remain unchallenged, 




















Goes Against Precedent 


can be given for the conclusig 
reached by the majority herein is th: “Dest 
the majority concluded that under ngfife ins 
circumstance or condition should apfnsuran 
action of this nature be withdrawyfhat in 
from consideration of the jury. Suchifficult 
conclusion, of course, is out of harmo.fhing 2 
ny with long-established and_ well-furance- 
recognized legal procedures.” We all 
The brief warns that if the opinionfmake t 
of the court of appeals is followed ij}, Ey 
this case, so that a life company can} 
no longer expect to be protecte| “We | 
against deliberate falsifications in ap.ff the 2 
plications for insurance, then a com.pelinqul 
plete revision of the life insurance rented 
processes will become inevitable. heavier 
‘Meaningless Words, Scraps Of Paper a x 
ere aff 
particul 
ment t 
force. 
“Whe 
when 
fhe orde 
kary for 
ommor 
ture it 
i W 
or the } 
mon ste 
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pther ar 


“If trial courts are denied the au- 
thority of direct verdicts in favor of 
life insurance companies in suits upon 
policies that have _ been procured 
through fraudulent misrepresentations 
by the insured, then applications for 
insurance will become but meaning- 
less and useless words upon mere 
scraps of paper,” the brief states. 

“The ultimate consequences of such 
a drastic revision in insurance proce- 
dures will be most costly, not only to 
life insurance companies, but also to 
the millions of people who may desire 
to procure life insurance. Undoubtedly 
the additional cost of procuring life 
insurance under such conditions will 
be monumental, and necessarily the} 


Few Wii 





borne by the public who purchases the f 
insurance.” 


Omaha Agents Hold Ladies Night 
W. Walter Smith, Metropolitan Life, jj 

addressed a ladies night dinner oj 

Omaha Assn. of Life Underwriters. 





University National Life of Norman, 
Okla., has been licensed in Florida. 


Service Guide » 


ACTUARIAL COMPUTING 
SERVICE, INC. 


‘ 1389 Peachtree Street, 

: N.E., Atlanta 8, Georgio. 
cap P.O. Box 6192. Telephone 
CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 
































TRinity 5-6727. 
































Chicago 2, Il. 





30 N. LaSalle St. 
Financial 6-9792 
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wnfirmed in that faith as you who 
» gathered here in this room. 

“But you wouldn’t be human if you 
ven't asked certain questions of 


urself in recent years. I know I have 


ked myself questions—but I also 
ve found some answers that I would 


“hie to Share with you—although I am 


Le that for the most part they are 
wers that most of you have already 
wund for yourselves.” 


wmpares Stocks, Life Insurance 


After making a comparison of build- 
ing up @ fund by life insurance and by 
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ommon stock accumulation, along the 
ines given in his talk at the New Eng- 
nd area Management conference last 
ay and reported in detail in THE 
yMONAL UNDERWRITER, Mr. Hutchin- 
n contrasted the chances of com- 







ie insurance—cash values, extended 
nsurance, and so on—despite the fact 
nat in time of need and in the most 
ficult of circumstances the last 
ning a man gives up is his life in- 
kurance—the lapsation is still heavy. 
Wwe all know of the sacrifices men 
make to keep up their life insurance. 


tites Experience Of ’30s 


“We saw dramatic evidence of this 
in the 30s—the last savings ever to be 
dinquished were the savings repre- 
ented by life insurance. How much 
bevier is the lapsation likely to be 
wih common stocks program, where 
there are no such special provisions as 
e afforded by life insurance—and 
particularly, no such bonds of senti- 
ment to maintain the program in 
force. 

“When we consider the time element 
when we consider a span of time on 
he order of 20, 25 and 30 years neces- 
kay for the average man to mature a 
pape stock program, if he can ma- 
ue it at all—and when we consider 
klong with it the hazards, we see that 
for the purposes of life insurance, com- 
ir stocks just cannot, possibly be a 
hubstitute. 


Few Will Achieve Goal 


‘Mortality, disability, fallibility— 
Heath, incapacity, lapsation—take such 
Rheavy toll that few men indeed can 
bk expected to achieve a common 
ok goal. With mortality, depending 
nm age and duration ranging any- 
where from 20 to 50% or more over 
ptiods of 20, 25, and 30 years; with 
isability at 3 or 4%, and with lapsa- 
in at 50% or more, the number start- 
"such programs and completing 
nm may be expected to be very 
tw indeed. 
‘In fact, it is only when we take 
Mo account all factors bearing on 
his problem of security that we rea- 
lize what a truly remarkable facility 
what an extraordinary service—we 
lave in life insurance. There really is 
Mm other service at all comparable in 
effectiveness in bringing security 
men and their families, despite life’s 
tissitudes, economic hazards, and 
liman frailties. The great service we 
tl render is to bring that figure for 
iw average amount of life insurance 
med by the average man—$10,000 
t $11,000—up to something like it 
light to be. . . . 
‘The certainties in life insurance, 
m the one hand—with its guaranteed 
es and instant availability—and, 
ithe other hand, the uncertainties 
‘common stocks, with their absence 
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trges Reselling Industry On Life Insurance 


(CONTINUED FROM PAGE 


3) 
of guaranteed values—make the two 
incompatible. They represent two 
such different approaches to the prob- 
lem of preparing for the rainy day as 
to make untenable the idea that any " 
one man could, with conviction, sell 
both. 

“As a matter of fact, we have 
enough to do in seeing to it that our 
public buys all the life insurance it 
needs. Despite the prosperity we cur- 
rently enjoy, our average man today 
owns life insurance in an amount 
equivalent to only about two years of 
income. Our outlay for premiums for 
life insurance is approximately $11 
billion annually. This compares with 
an outlay of about $25 billion annually 
for liquor, tobacco, cosmetics, and hav- 
ing a good time in one way or an- 
other—such as travel, and so on. We 
still are spending 24% times as much 
for the luxuries as for life insurance. 

“It would seem to me we still have 
a big job to do—so let’s do it.” 


John Hancock ‘Family Day’ 


Draws 13,000 Bostonians 


Some 13,000 people from the Boston 
area, family members of John Han- 
cock employes, were entertained at 
the home office during the company’s 
fourth “Family Day.” 

The program, which ran from two 
to six p.m., included balloons and lolli- 
pops for the children, clowns, a hurdy- 
gurdy man with monkey and conti- 
nuous movies in John Hancock Hall. 
Department members greeted families 
in their own work areas, served re- 
freshments and introduced them to 
fellow employes. 

Visitors were given the chance to 
visit most of Hancock’s two buildings, 
including offices, UNIVAC and IBM 
systems, the Hancock historical room 
and observation areas on the 26th 
floor. Company officers and _ their 
wives, including Byron K. Elliott, pres- 
ident, and Mrs. Elliott, greeted fami- 
lies in the main lobby. 

Shenandoah Life’s ordinary sales in 
the first three quarters of 1959 totaled 
$27,697,195, a 22% gain. Gain in insur- 
ance in force in the nine months is 
35% ahead of the same period in 1958. 
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W R ITE Ay. . DIHL H. LUCUS—Director of Agencies. All we ask is the opportunity 
to give you the facts. The State Life offers tremendous opportunities 
in many states with an agency building contract that’s unsurpassed. 
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STATE LIFE 


Insurance Company 


Indianapolis 
A MUTUAL COMPANY FOUNDED 1894 
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KN Life Insurance 
MODERN WOODMEN 





Each year more Americans plan their future financial security 
through investing in Modern Woodmen life insurance. They 
know that Modern Woodmen means modern life insurance. 











MQDERN, WOODMEN 


Home Office --- Rock Island, Illinois 
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United Benefit Life 
Attains $2 Billion 


United Benefit Life has reached $2 
billion of insurance in force, joining 
at- 


48 other companies which have 


tained that figure. 


The company expects to reach $325 
million of assets by the end of this 
year. This would be almost double the 


assets listed in 1952. 


Slichter, Tobin In 25-Year Club 
Donald C. Slichter, president, 
Howard J. Tobin, vice-president, 


Northwestern Mutual Life, were among 
the 42 employes of the company who 
were inducted into its Quarter Century 
Club, which now has a membership 
of 524 active and retired employes with 


25 years or more of service. 


Massachusetts Mutual’s 


totaled $154,372,000, a 33% 
estimated annual 
business was nearly 
increase of 55%. 


premiums on 
$13 million, 


and 


new group 
business during the first nine months 
gain, and 
new 

an 





Rates—-$22 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before sublication in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are reques‘zd to make payment 
in advance. 
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ACTUARY 
The associate or Feilow who takes this position 
will move from fourth or fifth place with present 
connection to first place in his profession with 
our organization. He will be in a position to 
advise management on agency and accounting 
matters. 


Please write in confidence and include details 
on background, experience and salary require- 
ments. Send your reply to: 
Harry T. Dozor, President 
Fidelity Interstate Life 
Philadelphia 2, Penna. 











ASSISTANT ACTUARY 


Marvelous opportunity for young man to join a 
fast growing life company with Ordinory, Weekly 
Premium, Group, Industrial H & A coverages. 
This is an opportunity of a lifetime. Very attrac- 
tive salary to the person who can qualify. Some 
formal actuarial training and some experience 
necessary. Please reply, in confidence, giving a 
summary of your experience and personal back- 
ground to Box K-27, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








ASSISTANT ACTUARY 


Opportunity for young man to join a fast grow- 
ing Southeastern life company writing Ordinary 
Life, Weekly Premium Life and Accident & 
Health. Attractive salary. Some formal actuarial 
training and some experience necessary. Please 
reply, in confidence, giving summary of your 
education, experience and personal background 
to Box K-74, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








Our nationwide brokerage firm has an opening 
in our Chicago office for: an energetic, young 
man with two or three years of experience in 
handling Group Insurance and its allied cover- 
ages. Salary is open. Interested applicants 
please forward complete resume to Box K-62, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 














LIFE AGENCY—HAWAII 
Career group seeking General Agency in 50th 
State. NQA winners with ten years Life and 
A&S sales. Two million first year potential. 
Records and references available. Write Airmail 
to GENERAL AGENT, P. O. Box 1771, Honolulu, 
Howaii. 
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Early Announcements Of 1960 Dividend Scales 
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on- on- 
Current Old with- With- Current Old with- With- 
Name of Company Policies Policies draw- draw- Accum. Name of Company Policies Policies draw- draw- Acgy 
able able’ Div’ds able able ~ 
% % % % % 
Ail Amer. Assur.. ...:..::... Same as ‘59 Same as 59 3 3 3&4 Life & Cas., Tenn. .. .-Same as 59 Same as ‘59 2.5 2.5 
American Bkrs., Tex. .... ” - 2.5 2.5 2.5 | Loyal Prot., Mass. ............ Approx. Approx. 
Amer. Capitol, Tex. ... te A Te 3 3 s.1 11% to 12% 1212% 3.5 3.5 
Amer. Fam. Life, Wis. .... ” 2 2 3.23 Incr. Incr. 
Amer. Income, Ind. .......... Approx. WEACORDGCS: csisccccascerssonsoneessvass Same as °59 Same as °59 3 3 
1% Incr. pees, 2 2 3 Manufacturers, Can. ee ng = 3.5 3.5 
Amer. Mut. Life, Ia. ........ Same as '59 Same as °59 3 2 3.25 Massachusetts Mut. . bs me 3.4 3.4 
Atlantic Natl., Ala. . a ” ” 3 3 2.5 Midwestern United . oe . 3 3 
Baltimore Life ........... = ean 3 3 3 Modern Woodmen ... 4 8 Guar Rate 
Bankers Mutual, III. ” 2.5 2.5 3 Mutual Life, Can. .............. Approx. Approx. 
Bankers Natl., N.J. .... ” 3 2.5 - 11% Incr. 11% Incr. 4.25 4.25 
Bankers Union, Colo e 25 2.5 4 Natl. Farmers Union ........ Same as ’59 Same as °59 2.5 2.5 
Beneficial, Utah .... ” 3 3 3 Natl. Guardian, Wis. ........ = re 3 3 
7% 8 eee ” 2 2 3 National Life, Vt. ... ss 3.35 3.25 
Berkshire _............ ” 3.35 3.35 3.35 | National Travelers ... cs ” .- 3 3 
Cal.-Western States . ’ 3 3 3 | New England Life ............ (d) Approx. 
College Life, Ind. : 3 3 3 4% Incr. 3.65 3.65 
Columbus Mutua! ...... : i 325 3.25 3.25 North Carolina Mut. ........ Approx. Adjusted 
Commercial Life, Ariz. .. : 2.5 [o°CS*«‘ SS 8% Incr. 3 3 
Connecticut Mutual .......... 3.6 3.6 3.5 | Northern Life, Can. ..........game as '59 Same as '59 4 4 
Continental American .... ” ” 3 3 3 Occidental Life, Cal. ........ e _ (f) ‘f) : eae 
Continental Assur. .......... Approx. Approx. Olympic Natl., Wash. .... , ibs 2.5&3 3 2.75 gr0vislO 
60% Incr. 60% Incr. ___..... 4 4 Pacific Mutual ............00 as ys 3.3 3.3 emiun 
eT nie Same as °59 Same as °59 3.5 3.5 3.5 Pioneer Mutual, N.D. .... oF 25 2 3 
Dominion Life, Can. : ” ” 3 3 3 Pioneer Western, Ark. .... ? . 2.5 2.5 a o Offs 
Equitable Life, Ia. ‘Same as °59 Same as °59 3.25 3.25 3.25 | Praetorian Mutual ............. ° sd 3 3 
Farm Bureau, Mo. . . ” ” 2.75 2.75 2.5 Presbyterian Ministers’ .. ” “id (b) (b) a It we 
Farm Family, N.Y. .. Increasei Increased 2 2 3 Provident Life, N.D. ........ ey! a Not yet determing luded 
Farmers & Traders ........Same as ‘59 Same as 59 Guar. Rate 3 Republic National ... . vs i 3 3 A ee 
Fidelity Union .......... eee gen 3 2.5 4 | Richmond Life, Va. . ig a 2.5 2 qfrea WI 
First American, Tex. ’ 2.5 2 3 Shenandoah Life . Mp py 3.25 3.25 » less 
General Life, Wash. : 3.25 2.75 3.25 State Farm Life .......... Approx. Approx. : 
Gibraltar Life. Tex. , (e) fe) 3&35) 19% Incr. 28% Incr. 3.25 3.25 aie said. 
Golden State Mut. .... ” 25 2.5 2.5 | State Life, Ind. .................. Same as '59 Same as '59 3 3 3 
Govt. Personnel Mut. ° 2.5 2.5 3 Union Labor Life wh ” me 3 3 } aoe 
Great Northwest ...... ” 4 4 3.5 | Union Mutual, Me. ... bi = 3.25 3.25 ; 
Great States Mut. ............ 2, 1 Se 2.5&3.5 2.5&35 United Security, Ia. . . 3 3 3 Hock al 
Great-West Life, Can. .... + 3.55 3.55 355 Victory Mut. Life : 2.583.5 2.5&3.5 238. 4. 
Hoosier Farm Bureau .... ie 2 S| West Coast Life ......... a , 3.25 3 ug bjectiv 
Jefferson National .......... zi i Guar. Rate 3 Western & Southern a 3 3 3 brving 
Knights of Columbus ...... New Scale Approx. World, Nebraska ............. sia e 3 3 3 
40% Incr. 3.5fc) 3 3 | _meé 
‘b) Instalment settlements 3.5%; funds at interest, 4%. fe) oe on interest only and life income options; 3% on period certai; gd 
ence ian ae options. es. 
(c) Non withdrawable dividends. : : (f) Policy proceeds payable in instalments, non-withdrawable or wit “Yet 
‘(d) Practically unchanged on low premium plans; some increases on drawable, guaranteed rate; interest income rate, 3% or guaranted 
high premium plans. rate if higher. bn be t 
— i secti 





Illinois Lawmakers 
Debate Compulsory 
Cash Sickness Bill 


(CONTINUED FROM PAGE 2) 
would be whittled down and every- 
body would be included. 

Rep. Hoover cited a number of 
states which have rejected similar 
bills and said there has never been 
public sentiment in favor of this legis- 
lation. Rep. Mikva replied that the 
lack of public clamor does not mean 
that there isn’t any need. 

Rep. Burks said it is always the 
contention of sponsors that this type 
of legislation is for the good of “health, 
morals and welfare of the public,’and 
it is easy to logically argue that any 
bill does this. Following this premise, 
it would not be illogical to conclude 
that a law compelling church attend- 
ance would be to the same benefit. 

The one-week waiting period pro- 
vided by the bill, he charged, was an 
“invitation to malingering.” He said 
just as soon as the week was_ up, 
people would be claiming benefits all 
year because “rocking chair money 
appeals to people more than hard 
work.” 


Would Help Maintain Economy 


Rep. Scariano explained the bill 
would not put the state in the insur- 
ance business, because people would 
still buy from private insurers. He 
said social welfare bills of this type 
help maintain the economy, and very 
recently helped prevent the recession 
from becoming a depression. 

Mr. O’Connor wondered why pri- 
vate health insurance is considered 
inadequate for failing to cover every- 
one when social security doesn’t. He 
feared that with the enactment of com- 
pulsory insurance, people who now 
have private plans would drop them 
in favor of the state program. 

The opposition devoted much atten- 
tion to the effect that compulsory in- 
surance would have on business and 











cn employer-employe relations. Rep. 





Burks thought that the tax on em- 
ployers to finance the plan would ruin 
the favorable tax climate of the state. 
Compulsory insurance “takes away 
from the bargaining table an issue 
that properly belongs there,’ Rep. 
Hoover argued, and Mr. O’Connor felt 
that the good will created by employ- 
ers when they provide voluntary pro- 
grams would be destroyed under a 
state plan in which the employe knows 
his boss must contribute. 


Dr. Dooley Receives 
Mutval Of Omaha's 
C. C. Criss Award 


Dr. Thomas A. Dooley, famed jungle 
doctor of southeast Asia, received the 
$10,000 Criss award of Mutual Benefit 
H.&A. at ceremonies attended by 2,000 
at Omaha. The award was given for 
outstanding contributions in the field 
of health and safety, and jointly mak- 
ing the presentations were V. J. Skutt, 
president and chairman of Mutual of 
Omaha, and Dr. Charles Mayo of the 
Mayo Clinic and chairman of the 
award’s board of judges. 

Dr. Dooley is known for his work 
among the medically underprivileged 
people of Laos, and he has devoted five 
years in working with the people of 
the Far East. 

Bob Considine, veteran newsman, 
was master of ceremonies of the pro- 
gram which contained a synopsis of the 
life and work of Dr. Dooley. Dancer 
Fred Astaire was also honored for his 
contributions to the field of whole- 
some entertainment. He received the 
Mutual of Omaha achievement award. 

The Criss award was established in 
1950 as a memorial to Dr. C. C. Criss, 
founder of Mutual of Omaha. 

Peoples Life of Washington has de- 
clared a 15-cent a share dividend pay- 
able Dec. 11 to stockholders of record 
Nov. 27. 
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Supreme Court Will 
Consider ‘Premium 
Payment Test’ Casahrest : 


(CONTINUED FROM PAGE 4) psolute 
to recognize that there does not havafis spe 
to be a “transfer” at death in a striqubtract 
and technical sense to justify the epise ca 
tate tax. re an 


“Since life insurance is by its na4 ‘Seco 
ture closely related to a testamentargilors 0 


disposition, the proceeds of ines? 
10 





on the decedent’s life can be taxedgtt 
where he has paid the premiums evegition ¢ 
though he retained none of the incigid in 
dents of ownership,” the IRS briepoved. | 
said. een re 
The brief likened the situation t@come 
one where a transfer is made in confi! no 
templation of death or with reserved poital g 
right to revoke with the consent of 4 2 
beneficiary. ndividu 
“In such cases,” the brief said, “it ig re 
settled that the transfer is taxable bef instal 
cause it is a substitute for a testag! cont 
mentary disposition.” a g1Vv 


ividual 
Closely Related Rulings bentary 


Mr. Longley’s executor, on the othficies, 
er hand, argues that the district courgeat to 
judgment should be affirmed on them plar 
ground that the Supreme Court aq ‘Treat 
ready has ruled upon this issue i 
closely related cases, when it held thagA C ' 
the beneficiary of a life policy cannogES’ | 
be held liable, so far as the proceedgpiNTS: 
are concerned, for federal incomé heph 
taxes owed by the insured at the tim@-pre: 
of his death. muary 

The estate tax is a tax on the tran the 
ter of assets, the executor says in itsftsiden 
brief, and “obviously under the aug of 3 
thority of the Bess case there was I tu 
transfer of the proceeds of this ImgMtessor 
surance.” Hoski 

ee wal 9 
Monarch Premiums Gain $2,447.30 0 

Monarch Life’s premiums for U@ § 

first nine months increased $2,447,34™ 































while total sales for the period wet . ret 
$36,127,805. A&S premiums were Mg as 
creased $1,422,416 during the an, 





months. 
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fl contracts with life contingencies) 
% given no recognition at all. In- 
vidual annuities, including supple- 
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lymley Asks Quick Action On Five 
Needs In Life Company Income Tax 


(CONTINUED FROM PAGE 1) 


reserves should also be treated equita- 
bly and be excluded from taxation. 
These changes would also remove the 
double application of taxes on invest- 
ment income earned for annuitants. 
Individual thrift is in the American 
tradition and to fail to give the same 
fair consideration to the individual as 
a single purchaser which he would 
receive in a group is a fault which I 
hope you will correct. 

“Third is the matter of discrimina- 
tory treatment against dividends con- 
tained in the computation of the phase 
2 tax base. Now that the heat of the 
struggle has passed, a rereading of the 
testimony offers convincing evidence 
that justice demands that this situa- 
tion be corrected. 

“Dividends are an adjustment in 
price. This was apparently re-estab- 
lished in the testimony at the hearings 
as it has been previously in the courts. 
They are a return of a person’s own 
money. There appeared but one res- 
ervation which was repeatedly exam- 
ined: Is any part of this money a 
profit from investment income and 
not a price adjustment? Mr. Lindsay 
of the Treasury said perhaps 10% 
was, although he conceded that to 
identify it was difficult. 

“Others contended none was—still 
others said it could at the most be 
the incremental investment income 
for one year on the excess premium 
that could be allocated to investment. 
In order to progress the legislation 
and to rid the industry of the gross 
inequities of the 1942 law, my ‘mu- 
tual’ colleagues at that time agreed 
to a compromise that was liberal in 
the extreme. 


52% On Own Money 


“As you know, the law disallows 
that portion of dividends disbursed 
that reduces phase 2 net gain below 
phase 1 taxable investment income 
(except to the extent that the $250,- 
000 may apply) and thereby creates 
the so-called negative. Even though 
the net effect of this disallowance is a 
52% tax on the return of a policyhold- 
er’s Own money, many mutual com- 
panies, in order to eliminate any pos- 
sible vestige of freeing investment 
profit from tax, agreed to the deduc- 
tion of only 50% of the negatives.” 

Mr. Plumley said he subscribed to 
that theory but “immediate steps 
should be taken to progress toward 
this goal.” He said it is not a matter 
that pertains only to large mutual 
companies or small mutual companies, 
but to all of them. Calling it “a gross 
inequity,” he quoted a statement by 
Albert L. Hall, vice-president and 
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New officers of Illinois Leaders Round Table elected at the annual luncheon 
of the group held during the Peoria sales congress and midyear meeting of 
Illinois Assn. of Life Underwriters. From left: Kenneth A. Mullins, Great-West 
Life, Chicago, retiring president; Oliver F. Little, Home Life, Chicago, 1st vice- 
president; Auburn C. Lambeth, assistant director Purdue Institute, the speaker; 
Max L. Riseman, Metropolitan Life, Springfield, 2nd vice-president; J. Kenneth 
Elliott, Northwestern Mutual Life, Kewanee, president; Lee E. Gleasner Jr., 
Massachusetts Mutual Life, Chicago, and Frank M. Van Auken, Massachusetts 
Mutual, Peoria, both directors, and Walter O. Richard, John Hancock, Spring- 
field, chairman of the nominating committee. 





general counsel of Berkshire Life, be- 
fore the Senate finance committee last 
March, showing that by the operation 
of the provision he was complaining 
of, Berkshire’s tax rate on its gain 
from operations became not 52% but 
66%. 

In the same way, said Mr. Plumley, 
State Mutual’s rate of tax on its gain 
from operations becomes 66% rather 
than 52% 

“This is a matter which will arise 
again and again,” he said. “No legisla- 
tion can be deemed permanent in na- 
ture which has such a gross inequity 
to policyholders.” 

The fourth point that Mr. Plumley 
said needs immediate action is the 
right to deduct bad loan losses from 
ordinary income, as is permitted banks 
and small-loan companies and others. 

“There is no provision in the pres- 
ent law according us similar treat- 
ment,” he stated. “Normally, these 
losses are of a long-term nature. Our 
only normal recourse is to offset 
them against long-term gains, if any 
such gains exist. My company has 
been active in financing small com- 
panies, with the consequent assump- 
tion of higher risk. Unless we are 
granted equal treatment in this re- 
spect it will tend to inhibit our will- 
ingness, and undoubtedly other insur- 
ance companies,’ to finance such com- 
panies in the future.” 

Mr. Plumley’s fifth and final point 
dealt with the matter of full deduc- 
tion of the interest from tax-exempt 
securities. He pointed out that the 
law as enacted contains the following: 


Provides For Adjustment 


“Sec. 804 (a) (6). Exception —If it 
is established in any case that the 
application of the definition of taxa- 
ble investment income contained in 
paragraph (2) results in the imposi- 
tion of tax on (A) any interest which 
under section 103 is excluded from 
gross income, (B) any amount of in- 
terest which under section 242 (as 
modified by paragraph (3)) is allow- 
able as a deduction, or (C) any amount 
of dividends received which under 
sections 243, 244 and 245 (as modified 
by paragraph (5)) is allowable as a 
deduction, adjustment shall be made 
to the extent necessary to prevent 
such imposition.” 

“This subsection,’ said Mr. Plum- 
ley, “was included after the hearings 
were completed. 

“In applying the tax to my own 
company it was found that certain 
ambiguities exist. Under some inter- 
pretations such as in form 1120L 
(1958) it appears that tax-exempt in- 
come produces a higher tax on taxable 





income. It was the intent of Congress 
to preserve the status of tax-exempt 
income. The law needs to be clarified 
on this point. 

“The total effect of these changes 
could be phased in with the growth 
of the business so as not to decrease 
the income year by year to the Treas- 
ury. Any statistics or information 
in support or explanation of this tes- 
timony will be furnished as the com- 
mittee desires.” 

Other compendium papers dealing 
with life insurance taxation are “The 
Tax Treatment of Life Insurance,” by 
George E. Lent, visiting professor of 
business economics and director of re- 
search of the Amos Tuck school of 
business administration of Dartmouth 
College, and “Tax Treatment of In- 
surance Companies,” by Roy E. Moor, 
assistant professor of economics at 
Williams College. The three other pa- 


pers on insurance deal almost ex- 
clusively with its fire and casualty 
aspects. 


Springfield Life Is 
Incorporated In Vt., 


Directors Are Named 
Springfield Life of Brattleboro, Vt., 
has been incorporated as a_ wholly 





Frank S. Vanderbrouk S. Dwight Parker 


owned subsidiary of Springfield-Mon- 
arch group following authorization by 
Springfield F.&M. stockholders and a 
public hearing held by Commissioner 
Miller of Vermont. 

S. Dwight Parker, president of 
Springfield F. & M., and Frank S. 
Vanderbrouk, president of Monarch 
Life, have been elected chairman and 
president, respectively, of Springfield 
Life. The bylaws provide that Mr. 
Parker will be chief executive officer 
and Mr. Vanderbrouk chief operating 
officer. 

It is expected that after comparable 
provisions have been made in the by- 
laws of Springfield F. & M. and Mon- 
arch at the 1960 annual meetings, Mr. 
Parker will become chairman and Mr. 
Vanderbrouk president of all Spring- 
field-Monarch companies. 
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‘Wood Says Lower Premium Per $1,000 
Is Consistent With Industry Aims 


(CONTINUED 
tive—if any of the following were the 
result: 

—The individual policyholder was 
saving less money in life insurance. 
—The individual policyholder was 
merely purchasing the same size policy 
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STEEL 


Stronger than steel is the strength of Woodmen of the World Life Insurance 


Society ...strength derived from its large membership. It is a Society dedi- 
cated to fraternal service to its members. 

The newest benefit added to the Society’s strong fraternal program is... up 
to $1,000 in assistance provided free to any beneficiary member of one year 
or longer — man, woman, boy or girl ——who develops lung cancer. 


This free service is a “plus” benefit over and above the benefits provided for 
in the insurance certificate. 





was being hurt financially. 

—The investment department had 
less premium income to invest. 

—The companies’ margins were be- 
ing affected. 

—The nation was being hurt as a 


lowance are based on either agency 
premiums or commissions is not hurt, 
but on the contrary to the extent that 
compensation or allowances may be 
based on volume, may actually be ben- 
efited. 


| Depends On Pay Basis 


“Inasmuch as the premium per sale 
is up, the companies may be better 


| off, because most companies would 
| prefer to have a $100 ordinary life 


premium than the same amount on a 


' limited-payment plan, if only because 


they will receive it for more years. 
(A company could be affected if its 


| compensation plan and/or allowances 
| to agencies are based on volume in- 
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E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna. 


Consulting Actuaries 
Accountants 








BSwin 7 & Ca. | 


Consulting Actuaries | 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 
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uly outsianding performance in that 
,e industry has actually lowered the 
rice of iis product and has fulfilled 
5 purpose to an increasingly greater 
hegree year by year? 

“The lesson is that when we try to 
Llve problems which aren’t there, we 
» kept from tackling some _ very 
eat problems which do keep us from 
hieving Our purpose, as for example, 
what can we do to sell more protec- 
jon of some kind to our increasing 
sopulation over age 45? 

“This May cause us to study more 
what the buyers wants, what he needs, 
what will motivate him. It may lead to 
hither new or changed products for 
this over-45 market. We will know 
whether we are on the right track as 
an industry if we will always look at 
jur proposed course of action in terms 
of our over-all purpose. 


Gives Personal Opinions 


“In concluding, two personal com- 
ments of opinion: I have never at 
any time in my life béen more optimis- 
tie as to the next decade for our in- 
dustry than right now, and I have 
never been so certain that LIAMA, 
which you own and control, can be and 
will be one of the most profitable in- 
vestments of the industry.” 

Mr. Wood emphasized that when 
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major questions or problems arise, 
“we will always be on safer ground if 
we work back from method, through 
policies, to the ultimate purpose.” 
Warning of the need to keep the mo- 
rality of business in mind at all times, 
he said: 

Cites Replacement Problem 


“Many of us came into this busi- 
ness at a time when a replacement of 
a $5,000 policy was serious enough to 
result in diplomatic negotiations be- 
tween officers in the two home offices 
concerned. Trading policies costs the 
public money, yet does nothing to fur- 
ther our purpose, which is an increase 
in permanent protection. 

“Looked at solely from the point of 
view of our purpose, switching a poli- 
cy to the detriment of a policyholder, 
is worse than switching an agent to 
the detriment of a given company. 
But if one leads to the other, it should 
be fought hard and in the open—be- 
cause a company has no right to be 
timid and silent at any action which 
negates our only purpose for existing 
as an industry.” 

The part of Mr. Wood’s talk in 
which he announced the joint consum- 
er-attitudes survey of LIAMA and 
Life Underwriter Training Council 
wa3 reported in last week’s issue. 





Aetna Life Raises Upper 
Age Limits To 75, Eases 


Other Underwriting Rules 


Aetna Life has increased from 70 to 
1) the upper age limit at which cover- 
age will be issued, and will now issue 
its non-participating ordinary life, lim- 
ited pay life and endowment policies 
at the new ages with minimum face 
amounts of $5,000. 

The increase is one of a number of 
liberalizations in the company’s un- 
derwriting practices. For example, 
Aetna will issue substantial amounts 
of insurance in areas which formerly 
were restricted, and will no longer fol- 
low specified limits in these classifi- 
cation. Among areas affected are 
substandard classes, certain medical 
impairments, other special risks such 
a aviation hazards, certain age 
brackets and certain plans of insur- 
ance. 

In disability insurance, Aetna will 
now consider this coverage at sub- 
standard rates on all plans for which 
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$4,460,000 New Business 
Is Tally Of Shenandoah 


President's Month Drive 


Paul C. Buford, president of Shen- 
andoah Life, was honored at a lunch- 
eon celebrating his 20th anniversary 
with the company, which also marked 
the end of a president’s month sales 
campaign. The sales drive resulted in 
more than $4,460,000 in new business, 
a company record. 

Shenandoah sales for the first 10 
months are 22% ahead of sales for the 
same period last year and October 
sales exceeded the company’s best 
previous month by $300,000. 





standard disability has been available, 
except family and one-year term 
plans. 

Also, the non-participating five-year 
convertible term policy is being made 
available to persons rated substand- 
ard class D, in addition to the first 
three substandard classes previously 
underwritten. 








BOWLING GREEN 9-5726 





Interested in additional tax 


savings for your clients? 


OUR SOLE BUSINESS IS THE PURCHASE 
OF MATURING ENDOWMENT AND 
RETIREMENT INCOME CONTRACTS 

MINIMUM PURCHASE $10,600 @ NO LIMIT 


INSURANCE RESEARCH COMPANY 
67 WALL STREET 
NEW YORK 5, N. Y. 


ESTABLISHED 1954 























SPECIAL INCOME 
FOR LIFE POLICY 


combines maximum protection 


with flexible retirement benefits 


Insurance coverage to age 65, then choice of three options: 


(1) Income for life (120 months certain and continuous) of 
$5.00 per $1,000 face amount for men; $4.45 for women. 
(2) Paid-up life policy for face amount, plus $58.23 per 
$1,000 in cash. No evidence of insurability required. Full 
range of optional modes of settlement applicable to cash 
values on paid-up life po:icy. 
(3) Cash for $812 per $1,000 face amount. Payable in one 
sum or under full range of optional modes of settlement. 


Minimum policy $5,000 


The 
FIDELITY MUTUAL 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 





Reneficia 
THOUGHTS 


Success thinks in terms of giving, 


not getting. The businessman who 
thinks only of returns soon finds 
himself without friends among his 
prospects and customers. 


* * * 


Beneficial thought for those of us 


in the Business of Life Insurance. 


BENEFICIAL LIFE 
Srsurance fn Company 


Virgil H. Smith, Pres. Salt Lake City, Utah 





LIFE INSURANCE COMPANY 








A composite picture of success 


This combination of photographs symbolizes the more 
than 450 qualifying members of the Leaders Association, 
New England Life’s organization of top salesmen. They 
have diverse appearances and personalities, come from 
different backgrounds, employ a variety of selling methods. 
Yet all of these men have a common base on which their 
success has been founded: belief in their product. 


Our Average Leader* believes so strongly in what he sells 
that his own life is insured for $96,950! And his enthusi- 
asm and ability led to a personal income of over $20,000 
average ($15,000 median!) last year, through sales of 
more than a million dollars of life insurance. The average 
size of the 51 policies he sold was $22,523 — four times 
the national average of the industry. 


Forty years old, a college graduate, a family man with a 
wife and three children — Mr. Average Leader is an 
unusually hard-working and independent businessman. 
And he firmly believes that his sales and income will be 
even better this year. They undoubtedly will; the Leaders 
of New England Life have a habit of getting what they 
go after. 


NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA — 1835 


*Based on the 275 returns received from a survey of the entire qualifying membership. 
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